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Good Lumber For Over 53 Years 


Spring building prospects are good. 
Will you have enough of the right 
kind of lumber to take care of your 





trade? Winton 


WHITE PINE MILLS: Winton Lumber Co., Gibbs, 
Idaho. 


SPRUCE MILLS: The Pas Lamber Co., Ltd., The 
Pas, Manitoba, and Reserve, Sask. 

PONDEROSA PINE MILLIS: Somers Lumber Co., 
Somers, Montana.—Craig Mountain Lamber Co., 
Winchester, Idaho. 


WIT 


stocks and can make prompt ship- 
ments. And you can be sure that 
Winton lumber will measure up to 
highest quality standards. We offer 
you the best in Idaho White Pine, 
Ponderosa Pine, Sugar Pine, Western 
White Spruce, Douglas Fir, Western 


Hemlock, Red Cedar Siding and 
Shingles. This is beautiful stock, cut 
from choice timber, painstakingly 
manufactured in modern mills. This 
superior kind of lumber helps you to 
get repeat orders and win new profit- 
able trade. We solicit your inquiries 
and orders and will give them prompt 
and careful attention. Why not write 
us today? Let us prove how well we 
can serve you. 


LUMBER SALES LU. 


FOSHAY TOWER* MINNEAPOLIS 


has’ well-assorted 


















Will You Believe Your Eyes? 


Here’s visual proof of what PAR-TOX does to protect wood 
against rot. Two test blocks—cut from the same stick—one 
PAR-TOX treated—one not—exposed 2 years—then photo- 
graphed! 

On the left, the wood turned completely black with wood- 
destroying fungus. On the right, the Par-Tox treated block 
has scarcely lost its new wood color! 


Tell your Millman you want to sell materials with this sort 
of protection against ROT. 









The new PAR-TOX WR is also water- 
repellent. It makes wood resistant 
to swelling, shrinking and warping. 


memnermenn (RA PARKER & SONS CO. 


— OSHKOSH, WISCONSIN 
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Another Lovely Schmidlin, 


Architects 
oor Ohio) Union, N. J. 
ome Mayfair Homes, 


Equipped with 
Malta ‘‘Topco’’ 
Frames 


Inc., Contractors, 
East Side Lumber 
Company, Dealers, 
Columbus, Ohio 






Frames’ 


Substantial Savings 
to Home Owners. . 


jot Based on the May 22, 1937 Wiscon- 
; sin University test, Malta’s Wing- 
Flex weatherstripped “Topco” 
Frames will do, at least, a 50% bet- 
epee? ter job—of keeping out cold—than 


Sell “Topco” 
a 
















““Topco”’ Overhead Pulley 


It’s Exclusive 
Features Like These -- 


that are helping Malta 
dealers put ‘‘Topco’’ Frames 
into so many lovely homes: 
(1) Overhead Housed Pul- 
ley; (2) Three-Point Jamb 
Clamp, for water-tight sills; 
(3) Mull Center Clamp; 
(4) Three Width Jamb. 
They make it easier and 
more le to sell. Your 
first installation, a sure 
‘puller’ of many others. 
Malta Frames cost less per 
year of service. 


The MALTA MFG. CO. 
MALTA, OHIO 


the average weatherstripped win- 
dow. 


Take a 7-room house: a $5. per win- 
dow added investment in “Topco” 
weatherstripped units — over no 
weatherstrip—will mean a 20% heat 
bill saving; approximating $520.00 in 
20 years. (Greater home comforts 
naturally follow.) A smaller heat- 
ing system being ample, another ma- 
terial saving is effected. 

Write TODAY for chart clearly de- 
scribing above powerful sales build- 
ing argument. Also for copy Catalog 
No. A-1, of Malta’s complete line 
of “Supreme” and “Topco” 
Window and Door Frames. 
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MOST OF THE GREAT ARTISTS 
FROM THE OLD MASTERS TO 
MODERN TIMES HAVE USED 
PURE WHITE LEAD PAINT— 
IT LASTS SO LONG WITHOUT 
CRACKING! 





MORE THAN 35,000 FARMHOUSES 
BUILT BY THE U. S. FARM SECURITY 
ADMINISTRATION HAVE BEEN 
PAINTED WITH PURE WHITE LEAD 
PAINT— BECAUSE OF ITS OUTSTAND- 
ING ECONOMY AND DURABILITY. 



















MOST BIG GALLONAGE JOBS 
ARE GIVEN TO PAINTING CON- 
TRACTORS. THEY ARE THE 
PAINT DEALER’S STEADIEST 
CUSTOMERS... YOUR BIGGEST 
VOLUME BUYERS. 





TO HELP Fill All DEMANDS 
FOR WHITE LEAD PAINT, 


MANUFACTURERS IN 

SOME LOCALITIES ARE - 

NOW OFFERING PURE _ Joy MR. AND MRS. AMERICA —BY THE MILLIONS — 
WHITE LEAD PAINT ARE BEING “SOLD” ON WHITE LEAD’S MANY 
PREPARED READY-T0- 


ADVANTAGES BY ADVERTISING IN LEADING 


USE — IN WHITE AND COLORS —IN NATIONAL MAGAZINES. 


POPULAR SIZE CONTAINERS. 





P.S.-1N RECOMMENDING PAINTS TO YOUR 
CUSTOMERS IT’S A SAFE RULE TO SAY: THE 
HIGHER THE WHITE LEAD CONTENT, THE BETTER 
THE PAINT! 















LEAD INDUSTRIES ASSOCIATION 
420 Lexington Avenue 
New York, N. Y. 









SOMETHING WORTH THINKING ABOUT 
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This Country of Ours 


OSTON University’s college of busi- 
ness administration announces that 
job possibilities for seniors are the 

best in three years. It explains this by 
saying that corporations are expanding 
their training programs. 

e+ 4 


This idea of special training programs, 
operated by big concerns, is something 
both old and new. It is old in the sense 
that the apprentice plan is as ancient as 
trades and crafts. It was known in the 
Middle Ages; and one of the great fra- 
ternal organizations, stemming from a 
building craft, keeps both the name and 
the idea in its initiatory degree. Those 
early apprentice masons were taught not 
only how to use tools but also how to use 
mathematics ; and they were taught moral 
principles of living and working together 
in social relations. 

* Ok Ox 


Corporations are applying the idea. 
They select young men from high schools, 
colleges and technical institutes and give 
them intensive instruction in the tech- 
nical, executive and administrative lines 
needed in the corporation’s special field. 
This method, which is somewhat different 
from the ancient apprentice method, takes 
a boy who already knows something 
about history and science and _ principles 
of business and trains him in_ specific 
details. 

2. * 

Business is finding a practical use for 
a broader background knowledge, espe- 
cially of people. 

A hard-boiled railroad division engi- 
neer told this Page that twenty years ago 
railroads found their worst trouble not in 
running trains but in dealing with the 
public.. Administrators generally worked 
up through the ranks. This has always 
appealed to Americans, and the self-made 
man is something of an ideal. Of course 
the pioneers in every field had to be self- 


@ A yard man proudly reports: “We're 
remodeling our own office, too. Boss says 
a sales office is like a woman—it’s gotta 
put up a good front, or bust.” 


taught, since no one knew the things they 
had to learn. But railroad administrators 
who worked up from the bottom had a 
handicap. They could keep trains on 
schedule and tracks in repair. But when 
they had to deal with the public as ship- 
pers, or with railroad commissions, or the 
Interstate Commerce Commission — or 
congressional committees, they were at a 


loss. They knew the technical aspects of 
railroad operation but not how to fit it 
into or to sell it as public service. They 
could deal with hired men but not with 
John Citizen. It was when railroaders 
who knew public needs and how to serve 
them came to the top that the roads began 
really going places. 
a 


This matter of dealing with the public 
is not something to be met by formal 
education alone, important as that educa- 
tion may be. It is a matter of under- 





The farming business moves 
along, probably in a little better 
shape than most other businesses. 
Not enough better to brag about, 
but still doing right well. Thus 
most farm commodities are selling 
at higher prices than a year ago at 
this time, and since production was 
large the total gross income stacks 
up very well. In the case of live 
stock, even with hogs very low, the 
volume has been so large that total 
income shows an increase. Now a 
crop season is just around the cor- 
ner, which means that a new source 
of national wealth will soon be in 
the making. Always, as spring 
opens, with its vibrant renewal of 
life and activity, hopes rise, good 
feeling spreads its irresistible con- 
tagion, a vast farm army moves 
into action to cooperate with the 
forces of nature in bringing to the 
people the blessings of a bounteous 
harvest. You just can’t exnect folks 
to be down-hearted in the spring of 
the year. So it is not difficult to un- 
earth optimism in the great open 
spaces. If things look dark, go. to 
the country, and cheer up! 


—Corn Belt Farm Dailies. 





standing and perspective and_ skill, no 
matter how these things are gotten. 


* *k * 


These ideas are coming practically to 
the front in lumber retailing. The old 
idea, and it was a practical one in days 
when building was relatively simple, was 
that the customer knew what he wanted 
and was to be dealt with only on that 
basis. It’s. dangerous to decide what 
another man should take and to strong- 
arm him into taking it. But it’s safe to 
know more about the customer’s needs 
than he does and to persuade him on an 


honest and four-square basis to take it. 
For a long time business men thought 
of advertising as a device for taking trade 
away from a competitor. It took them 
a long time to see that advertising can 
be a device for creating business by show- 


@ Speaking of construction work, have 
you ever noticed how many self-made 
men seem to have run out of mortar on 
the upper story? 


ing new customers that certain purchases 
are to their own advantage. 


* * x 


Customers once thought their building 
interests could be served only by buying 
materials at the lowest prices, regardless 
of whether or not those cheap materials 
served their real purposes. Many a cus- 
tomer has “saved” $50 in first cost only 
to lose ten times that much in resale value 
or in use and lasting qualities. He’s 
saved on footings or use-planning or 
architectural lines only to lose heavily on 
the one item in which he is really inter- 
esied; the value of the completed build- 
ing. 

y e's 

Because of these facts, the retail field 
is trying a good many experiments in 
retailer training. Of course it’s well past 
the experimental stage. Manufacturer 
training schools of retail merchandising 
are widely known for their practical suc- 
cess. The National retail association has 
prepared a course with great care and at 
large expense that is proving highly 
useful. Line-yard companies have long 
given their men intensive training. Fed- 
eral loans, by requiring building plans 
and exact preliminary estimates, have 
given a new importance to these planning 
and estimating departments. At least 
one line-yard company is training its men 
in plan drafting, taking off material bills 
and estimating. Planing-mill men for 
years have co-operated in simpler and 
more accurate methods of estimating. All 
these technical devices are valuable; and 
it is good that dealers are working up 
their skills. It is equally good that they 
are using these skills creatively in work- 
ing with—not on—the buyers. 


* * x 


Training the salesman in selling is the 
first step in training the public in buying. 

Architects long resented the yard prac- 
tice of supplying stock or special building 
plans. But aside from getting irritated 
over it, the architects did nothing con- 
structive about it. They were artists and 
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not to be bothered with small houses. 
Then the FHA came along and loaned 
only on jobs for which exact and speci- 
fied plans were available. Now, as the 
public by actual experience comes to 
understand the use and value of such 
plans, the independent architects are 
placed in position for getting more busi- 
ness. They don’t do so many of the 
FHA plans; but people who don’t need 


® Our office boy says if croquet could be 
brought back and made the national game 
the wooden balls and mallets would make 
another good lumber outlet. But we'd 
have to have a wave of reform first; 
croquet’s a game where there’s no rest for 
the wicket. 


loans are deciding on the strength of the 
FHA demonstration that they do need 
architectural plans. With all due credit 
to these artists, the fact is clear that as 
a profession they did little to create their 
own market. 3y their luck and not by 
their efforts, another agency is creating 
a market for them. 

The new retailing does create its own 
markets. This retailing is more profit- 
able to the merchant because it is worth 
more to the customer. 





March 26 issue of The Oregonian, 

Portland, Ore., effectively refutes 
the statement, which frequently pops up 
in print, that the annual forest drain due 
to lumbering operations is four, or some 
other multiple, times the annual growth 
in the Douglas fir region. It appeared 
not long ago in an article in Fortune 
magazine, and this article is given addi- 
tional circulation by Reader’s Digest. The 
statement, says the Pacific Coast paper, 
is not true, except in a technical sense. 
It goes on to explain that current annual 


A" EDITORIAL appearing in the 


® The village joker wants to know why, 
if lumber is bought by the foot, most of 
it is sold by the yard. 


growth applies only to growing stands 
over 16 inches in diameter. It applies to 
only 30 percent of the reforesting region. 
The other 70 percent is ignored because 
its trees have not yet attained 16 inches 
in diameter. 

By the same mathematical system one 
might forecast a shortage in pork. Pigs 
are being marketed so fast that if we do 
not take into account immature pigs and 
pigs yet to be farrowed we shall want 
for ham and bacon. Moreover, when 
forest depletion is calculated, hewed ties, 
fence posts, pulp wood, mine timbers, 
poles and piling are included in the total, 
yet they come largely from trees under 
16 inches and from trees that are not 
included in calculations of the growth of 
presently merchantable timber. 

In a great deal of the mature timber 
stands, decay and fire and insect depreda- 
tions exceed annual growth. When this 
timber is removed the land will become 
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productive of new timber. Growth of fir 
to merchantable size is, it is true, a slow 
process. But there is expert opinion that 
current growth can be, and is being, so 
increased that it will have reached the 
level of the cut by the time present stands 
are exhausted. On that yet distant day 
the new growth will not have attained 
the preeminence for lumbering purposes 
of the present stands that have been grow- 
ing for 160 years and upwards, but it 
will meet the standards of utilization 
prevalent in other parts of the country. 


Fortune also finds gratification—now 
wholly well taken—in the vast reserve of 
mature timber in the national forests. 
The same factors of decay, insect depre- 
dation, disease, and fire, that more than 
offset growth in overmature timber 
stands, are as prevalent in the national 
forests as in private holdings. There 
would be economy and conservation in 
marketing much timber that cannot now 
find a profitable market. Such timber is 


® Publicity stunts by lumbermen are 
swell stuff as long as they stay within 
reason. Getting in the public eye is one 
thing, but getting in the public hair is 
another. 


not a fixed reserve; it is a diminishing 
asset. 

The charge that consumption is rapidly 
overtaking forest growth is, as already 
said, not borne out by analysis. It is a 
charge damaging to the West Coast lum- 
ber industry, and an unfair one; for it 
encourages the false belief in uninformed 
quarters that hindrances provided by for- 
eign trade agreements and otherwise to 
the profitable operation of this major in- 
dustry of the Northwest are a good thing. 
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Shafts at Random 


The last things in the world to which 
we attribute our misfortunes are our pet 
delusions; they stand firm through all. 

a 

If this poor old world is as bad as they 
say, one more reflection may check the 
zeal of the headlong reformer. It is at 
any rate a tough old world. 

a 


It is not possible to experiment with a 
society and just drop the experiment 
whenever we choose. The experiment 
enters into the life of the society and never 
can be got out again. 


* * * 


Men never cling to their dreams with 
such tenacity as at the moment when they 
are losing faith in them, and know it, yet 
do not dare to confess it to themselves. 

* Ok Ok: 


The danger of minding other people’s 
business is twofold. First, there is the 
danger that a man may leave his own 
business unattended to; and, second, there 
is the danger of an impertinent interfer- 
ence with another’s affairs. The “friends 
of humanity” almost always run into both 
dangers. 

* ok x 

If the statesmen ard philosophers. of 
the past made such mistakes, which are 
now visible to us, how do we know we 
are not making equally gross mistakes, 
which somebody will expose a century 
hence? We do not know it. We should 
hold this ever in mind. It is exactly the 
reason for distrusting our wisdom. 


—W. G. Sumner. 
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“Wouldn’t you like to buy tickets for the lecture our Club is sponsoring on 
‘How to Occupy Your Leisure’?” 
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Labor Considers “Secondary” Wage 
Rate for Small-Home Building 


Wasuincton, D. C., April 2—Local 
unions in the building trades, in New 
York City and a number of other big cit- 
ies, are today giving serious consideration 
to the advisability of accepting a second- 
ary wage scale for work on small residen- 
tial buildings. In New York, actual con- 
ferences are in progress, and there is said 
to be a strong possibility that the discus- 
sions between labor leaders and building 
contractors will result in a lower rate of 
pay for building craftsmen engaged on 
small-home construction, 

Elsewhere in the country, the idea has 
not advanced quite so far. In fact much 
of the general outcome will depend on 
what happens in the five boroughs of thé 
nation’s metropolis. It was disclosed 
that the secondary scale was under con- 
sideration also in Detroit, Cleveland, Cin- 
cinnati and Toledo. 


Union Leader Favors Secondary 
Rate 


One of the favorable factors in the en- 
tire situation is the attitude of John P. 
Coyne, president of the Building Trades 
Department of the American Federation 
of Labor. The fact that he looks with 
favor on the idea, will, it is said by well 
informed persons in Washington, go a 
long way toward a successful outcome. 

It is, of course, too early yet to say 
how drastic the wage cuts, if any, will be. 
These questions are daily being discussed 
around the conference table in New York, 
where contractors representing 85 percent 
of the residential building work in the 
city are meeting with Thomas A. Murray, 
president of the Building & Construction 
Trades Council. 


Standard Building Trade Wages 
Planned 


What Mr. Coyne referred to as “the 
most significant forward step that has 
ever taken place in the construction in- 
dustry” was the approval at a New York 
meeting of a plan for standardization of 
wages and equalization of hours. New 
York contractors, it is understood, agreed 
to negotiate with A. F. of L. locals on the 
proposed ‘secondary scale, for an 8-hour 
day, 5-day week, on the condition that all 
the trades would work for the suggested 
rate. The secondary rate for New York 
City is expected to be fixed at $9 or $10 
a day, as against the $12 to $15 a day 
schedules in force on large construction. 

John P. Coyne is in close personal 
touch with the New York situation, and 


has kept the various local building trades 
councils advised of it. 

Whether the nation’s small-home build- 
ing program, therefore, is to be given the 
impetus that will result from lower build- 
ing labor costs depends at this juncture 
entirely on the outcome of the New York 
conference. 

One rather disconcerting point, al- 
though not necessarily fatal, is that New 
York has been considering the idea of 
wage cuts for a period of two years. Ac- 
cordingly, say some observers, there must 
have been some very steep hills to climb, 
and the two sides may be too far apart 
ever to get together on an amicable basis. 


CIO Building Craftsmen at 
Proposed Level 


Meanwhile reports that the CIO Con- 
struction Workers Union has in contem- 
plation a plan of scaling down wages by 
workers engaged in the construction of 
small homes is vigorously denied by CIO 
headquarters in Washington. An official 
spokesman for the Construction Workers 


Union stated that its scale of wages is a 
compromise between non-union wages 
and the scale demanded by the A. F. of 
L. unions. There is no likelihood, there- 
fore, of there being any reduction. In 
short, CIO Construction Workers Union 
wages are about on a level with what is 
generally understood to be the secondary 
scale under consideration by the A. F. of 
L. Therefore, it is said with great posi- 
tiveness, there is no likelihood of any 
building wage reductions in CIO unions. 


Local Unions Can Set Own Rates 


The United Brotherhood of Carpenters 
& Joiners of America, by M. A. Hutche- 
son for General President Wm. L. Hutch- 
eson, advises the AMERICAN LUMBERMAN 
that local unions and district councils are 
given local autonomy to the extent of be- 
ing permitted to establish their own wage 
scales and working conditions, conse- 
quently it would be up to the local unions 
and councils to take action on their own 
accord in reference to the proposal that 
there be put into effect a secondary scale 
to apply on small-home construction. 


Low-Cost Home Within Reach, 
States Industry Leader 


In an address on the $2,500 house be- 
fore the New York Society of Security 
Analysts, March 25, Bror Dahlberg, Cel- 
otex Corp., stated that the four main ob- 
stacles to low-cost housing can readily be 
removed by cooperative effort between 
labor, industry and government. 

Pointing out that 2,335 houses in 39 
communities had been built and sold last 
year for $2,500 or less, and that the same 
builders expect to erect 3,765 homes in 
the same category this year, way had been 
paved for production of an ideal $2,500 
home on a national scale. The four major 
obstacles listed as standing in the way 
were: High cost of labor; cost of mate- 
rials ; lack of reasonably priced land ; and 
F.H.A. land and construction require- 
ments. 

Cost of materials, it was explained, 
would decrease as production increased ; 
reasonably priced land could be obtained 
on the outskirts of populous areas, which 


were the areas best suited to low-cost 


dwellings; the F.H.A. could revise its 
land and construction requirements to fit 
the low-cost house, for in some cases such 
standards are higher than those of any 
building code in the country. 


Class B Wage Scale Applied to Residences 


Particularly gratifying, however, were 
the steps recently taken by the American 
Federation of Labor to promulgate a 
Class B wage scale applicable to mechan- 
ics working on residential construction. 
This wage scale is about 20 percent lower 
than the standard scale. Locals in New 
York, Philadelphia, Boston, Washington, 
and some other cities have already estab- 
lished so called Class B scales. In Wash- 
ington the scale for commercial con- 
struction is $12; the Class B scale for 
residences is $9. This step encourages the 
belief that other restrictions—limiting 
units of production, prohibiting use of la- 
bor saving devices and methods—may be 
abolished when workers are assured of an 
adequate annual income. 





"Modern Timber Roof Trusses" 


WasuincrTon, D. C., April 2.—A revised edi- 
tion of “Modern Timber Roof Trusses” points 
out the economy of Teco designed roof trusses, 
and gives a detailed cost comparison for 40-foot 
span Fink roof trusses designed with and with- 
out connectors. A discussion on fire safety 
of timber is included. Copies may be obtained 
without charge by writing the Timber Engi- 
neering Co., Washington, D. C. 
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Monday, March 4, was “the big day” in the history of the 
Snow Lumber Co., High Point, N. C. Editorial mention in 
newspapers, large display advertising and radio announced to 
the public that the company was observing its sixtieth anniver- 
sary on that day and, to celebrate the occasion properly, was 
opening its modern display room and remodeled plant for in- 
spection on March 4 and 5, from 10:00 A. M. to 10:00 P. M. 

Realizing that only “change” is permanent, the Snow Lum- 
ber Co., High Point’s second oldest firm, has through tested 
merchandising methods, complete stocks of lumber and _ build- 
ing materials, and continuous improvements in its plant, attained 
and kept its place as one of the industry’s most progressive firms. 
Carefully following merchandising trends and product develop- 
ments, the company has been a subscriber to the AMERICAN 
LUMBERMAN since January, 1911, and has been actively en- 
gaged in association work for many years according to E. M. 
Garner, secretary of the Carolina Lumber & Building Supply 
Association. H. M. Armentrout of the company is a past presi- 
dent of the Carolina association, and is now a member of its 
advisory council. 

The new display room brings out forcefully the fact that the 
company stocks all itéms and offers all services required in 
building a home. Prominent attention in the showroom is given 





Upper left, paint and wallpaper section of the display 
room. Upper right, builders’ hardware, millwork, etc. 
section. Lower left, partial view of display room, as 
seen from the street. Note stairway built in window 


60 YEARS OLD 
BUT MODERN AS 
TOMORROW 


to paints, insulation, plaster, hardware, roofing, brushes, cab- 
inets, and glass. 

In addition to the visual advertising in the display room the 
company employs newspaper advertising and sponsors a fifteen- 
minute radio program over WMFR each night from 7:30 to 
7:45 o’clock, Monday through Friday.. The program “Music 
for Everyone” is all that its title implies. The company also 
carries moving picture advertising in all of the High Point thea- 
tres, with a change of program weekly. 

The company, doing an annual business of well over a million 
dollars, has, in addition to its High Point main office and yard, 
a manufacturing operation at Norman, N. C., established thirty 
years ago. Approximately 225 persons are employed at High 
Point, and as many as 250 persons are employed at Norman 
during heavy production seasons. Lumber stocks at Norman 
total approximately 6,000,000 ft. 

The new display room is adjacent to the main office and faces 
on a main street. Its displays enable customers to secure a con- 
venient, quick view of styling, designs, and products without 
the burden of going through the entire plant. The company is 
one of the largest manufacturers of millwork and stock sash in 
the entire South and has recently expanded its production with 
several new items. 

There are five salesmen who devote their entire time out of 
the office and four efficient, well-informed salesmen at the plant. 
Seven persons are employed in the drafting and estimating de- 
partments, and a fleet of nineteen trucks and cars is maintained 
for delivery and customer service. 
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4-H Club Boys Show, 
With Wood Models, 
How to Stop Stock Loss 


The four Nebraska farm boys por- 
trayed on this page—all 4-H Club mem- 
bers—are shown demonstrating methods 
and equipment for preventing or lessen- 
ing livestock losses in shipping by truck 
and train. All of these lads were 
awarded prizes in the various State, in- 
ter-State and national contests in which 
their groups were entered. Believing 
that a first-hand statement of what the 
4-H Clubs and other farm organizations 
all over the country are doing to reduce 
the tremendous loss and shrinkage of 


values of meat animals through wrong 


or careless loading and shipping meth- 
ods would be of interest to retail lumber 
dealers, in rural regions especially, the 
AMERICAN LUMBERMAN asked one of 
these boys—Gail Henriksen, of Hamp- 
ton, Neb., to tell the story in his own 
way, which he has done, as follows: 


In regard to the demonstration will 
try to describe just what we are doing, 
and send a picture of ourselves and equip- 
ment. Each year there are losses amount- 
ing to $12,000,000, due to death, bruising 
and crippling of all kinds of livestock. 
There is a great deal of money put out 
by different organizations to try and 
reduce these losses. I will say they are 
being very successful. One of the ways 
in which they are bringing to the public 
these facts, and offering practical sugges- 
tions to all handlers and producers of 
livestock, is through demonstrations 
given by 4-H Club members. 

There are many ways in which these 
losses are caused, such as crowding, over- 
heating, lack of partitions, and other care- 
lessness. But in our demonstration we 
also showed where enormous amounts 
could be saved by the use of proper 


equipment. We found 
that broken boards, 
broken partitions, 
nails and wires, on 
inside, and lack of 
loading equipment, 
along with other rea- 
sons, were responsi- 
ble for many millions 
of dollars loss each 
year. We also showed truckers, railroad 
men and producers that they were the 
ones who stood the largest share of the 
loss. 

In order to do a better job of demon- 
strating, we had model equipment to 
demonstrate with. That is, most of the 
equipment was model, but some of it was 
life-size. 

As you will notice by the picture, we 
had some very attractive and well-built 
equipment. The rules of the contests did 
not compel us to make our own equip- 
ment, so not all of it was made by us. 
We are especially proud of the model 
freight car. This was made by Mr. Theo- 
dor Mogensen, a neighbor of ours who 
is a carpenter. It is interesting to note 
that he never attended a carpenter school. 
He, too, is proud of the model. This car 
was made from scrap lumber, ripped up. 
As can be seen by the picture, the equip- 
ment didn’t take much lumber to build. 
Scrap pieces were used for most all of it. 
You asked for the dimensions of life-sized 
equipment. We did not have those 
figures in our demonstration, but were 
glad to figure them for you. They are 
as follows: 

Hurdles, 8 feet long, 28 inches high. These 


should be made of 1x4-inch material. We used - 


four in our demonstration. These are fastened 








4l 








Winning team in the demonstration contest 
on prevention of losses in livestock trans- 
portation and marketing at the |8th Na- 
tional 4-H Club Congress held in connec- 
tion with the International Livestock 
Exposition. The team is composed of 
Leland Harsch, 18, and Orville Harsch, 19, 
of Madison, Neb. They displayed charts 
showing the heavy losses suffered by ship- 
pers, and demonstrated the safest kind of 
equipment to be used in transporting live 
stock from the farm to the packing house 





together with hinges so that one or more can 
be used as desired. They, of course, have re- 
movable pins. Individual hand hurdles should 
be 4 feet wide, 28 inches high. Make these of 
1x4-inch upright; 1x2-inch braces and 1x3-inch 
batting. Chutes are 10 feet long, 4 feet high 
and 3 feet wide. It would take 8 1x2-inch 3 
feet long and also 6 1x6-inch 10 feet, 2 1x12- 
inch 10 feet long, and 82 feet of 2x4-inch, for 
each chute. The only difference is the portable 
is taken apart and hung on side of truck, while 
the other:is on wheels and pulled behind the 
truck. And, of course, the truck and freight 
car can be made any size, so I see no need of 
figuring any particular sizes. Then, of course, 
the partitions and cleated floor should be made 
accordingly. We recommend that partitions for 
trucks be made of. 1x4-inch with 2x6-inch for 
braces. Partitions in freight car should be 
made of 1x6-inch. 


In our demonstration we showed a 
miniature chute which had broken boards 
and planks, poor cleats, wires and nails 
sticking out on inside, and it certainly 
impressed the spectators. 

We gave our demonstration in com- 
petition at our county and State fairs, 





Gail Henriksen, and his brother, of Hamp- 
ton, Neb., who were among the prize win- 
ners in national contest 





Aksarben, and International. We also 
gave it at the Chicago Rotary, Aksarben 
4-H banquet, and numerous times in our 
county. 
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REALM of the 


ETAILE 


The Realm has sent in a special story of the retail building- 
material shows staged each spring by Wm. Cameron & Co., 
Waco, Tex., in its long string of retail yards. We refer you to 
that story for more details. 

This paper is of course interested in the model buildings 
which are the center and heart of these displays. The Cameron 
people secured the models from the AMERICAN LUMBERMAN. 
We have long thought that model houses, shown with skill and 
imagination, were good sales aids; so it pleases us and con- 
firms our original idea to have General Manager E. P. Hunter 
say they are as good as we expected they would be. Mr. Hunter 
says it is easier for a manager to sell a house from a model than 
from a picture, and much easier tian to sell from a set of blue- 
prints. People are used to buying cars and refrigerators and 
home furnishings by seeing the actual articles. A house model 


Left— 





Right— 





in a good setting is next best to looking at the actual full-scale 
house. Of course women buy their hats after seeing them; and 
that’s a terrible thought which we strike from the record. 


ANYTHING FROM IRONING BOARD TO 
NEW HOME IS OFFERED ON DEFERRED PAYMENTS 


The Cameron people, like most retailers of the country, are 
making a big play this year for the smaller and less expensive 
house. Like most lumbermen, they are using FHA financing. 
In fact the Cameron yards make use of deferred payments, and 
long have done so, in selling nearly everything they handle. It 
may be a painting or wall-papering contract, an attic ventilating 
fan, a gas furnace, a medicine cabinet, an ironing board or prac- 
tically anything else. It can be bought on monthly payments 
and is priced in those terms. Mr. Hunter says a surprising 
number of people, buying anything from a house to a new porch, 
don’t ask the total price. They ask what the monthly payments 
are to be, and how many months they are to run. Payments 
for smaller sales usually run for 24 months; sometimes fewer 


M. J. WHITFELL at sales 
desk of Ennis (Tex.) yard 


Permanent display of 
built-in cabinets at Ennis 
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SOUTHWESTERN COMPANY 
LOOKS AT MARKET 


Sells From Miniature Models--Makes 
Wide Use of Deferred Payments-- 


Executive Discusses Competition 


months and larger payments, or more months and smaller pay- 


ents, as the customer wishes. This type of financing suits many 
people and naturally reaches new reservoirs of sales. Every 
Cameron yard is prepared to draw special building plans; and 
every yard can do general contracting. It sublets the labor and 
whatever special materials it does not carry in stock. 


METHODS THAT LESSEN THE 
TROUBLES NOW FACING QUALITY YARDS 


By means of this service and these financing methods, the 
Cameron company is working to raise standards and qualities 
of building. There is of course less intense price competition in 
this field; and the buildings, measured in years of service, use- 
fulness and resale value, are genuine price bargains. 

ut this field of quality building has to be cultivated, and 


much still remains to be done; so much in fact that Cameron 
people admit frankly the well-financed service yard has plenty 
of painful price-sold competition on its neck. 

Texas has about everything, including a huge and varied 
farming industry. Farming in this vast State includes cattle 
and sheep raising, cotton planting, pecan and vegetable grow- 
ing and on through an incredible list. In terms of production 
it is the country’s premier agricultural State. Texas farmers 
have had their share of cash troubles; and they’re gotten into, 
in fact feel they’ve been forced into, making their buildings and 
such equipment do. If a building has to be repaired or replaced, 
they try to do it at the least possible cash outlay. In building 
a barn they don’t want much “service” ; just the materials. They 
do much of their own carpenter work. They'll put up a light 
frame and cover it, roof and sides, with corrugated iron. There 
is a vast amount of this iron sold, and since it is a standard 
item it’s likely to be sold by about any merchant. It’s always 
handled on a narrow margin. During the recent fiscal year, the 
Cameron yards sold nearly $200,000 of this iron. You may be 
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Exterior of Ennis 

(Tex.) yard of Wm. 

Cameron & Co. 
(Inc.) 


interested in knowing that, until rather recently, Texas grocery 
stores regularly carried not only corrugated iron but also full 
stocks of nails, and that grocery wholesalers and jobbing houses 
handled both these items. 


"“PECKERWOOD" MILLS AND ITINERANT 
TRUCKERS MAKE DIFFICULT COMPETITION 


Then in east Texas there are those concerns universally 
known in the South as “peckerwood” sawmills. It should be 
understood at once that not all these small sawmills turn out 
feeble and ungraded lumber. Numbers ‘have as good timber 
as the big mills, and put out good lumber. Many a retailer who 
knows his mills can get good stock from this source. But the 
good mills are something of an exception. At least there are 
literally floods of ‘‘sea weed”’ lumber produced, and it is hungry 
for markets. 

At this point, of course, we run into the combination of the 
great system of good roads and the swarm of itinerant trucker 
merchants. No retailer anywhere has to be told about this. In 
some form or other he runs afoul of the trucker. Texas law 
sets maximum truck loads at 7,000 pounds, but if we’re any 
good at estimating weights we’ve seen loads weighing up to 
20,000 pounds. If the boys get caught, they pay their fines and 
charge these accidents to operating expense. They say this itin- 
erant overloading has made the office of constable the most 
sought after in local Texas politics. 

But the low-grade non-service sales are not limited to intin- 
erant truckers. Texas has a swarm of retail yards, genuine 
yards when measured by any possible legal definition, that han- 
dle this low-grade lumber without any collateral service except 
delivery to the purchaser. 

Geo. H. Zimmerman, vice president of the Cameron company, 
says these yards sell a large volume of lumber. He told us of 


Left— 


Right— 





Knotty-pine paneling on 
display by Cameron com- 
pany 


Wall paper sales depart- 
ment at Ennis 





Pits sa 


a young fellow who started without a dime, bought a second- 
hand truck on credit, found one or more sawmills willing to 
give him lumber on long-payment terms, started hustling and 
within a couple of years built up a rather amazing volume of 
trade. He deals of course with these people who do not want 
and do not think they need any merchandising service, and who 
buy wholly upon price. 

“We tried an experiment,” Mr. Zimmerman said. “We 
started a yard that handled only these inferior grades and that 
offered no service except delivery. The idea was to get to these 
customers and, if possible, to show them that the stock wasn’t 
so good and that merchandising service is valuable. But it didn’t 
work out. Yes, we sold a lot of stuff. But this didn’t keep out 
other yards handling the same line, and it didn’t seem to dis- 
courage or change the customers. We're committed to good 
stock and reasonable service, and since our low-quality yard 
seemed to be doing nothing except to break down these policies, 
we closed it out. In Houston, a city making a phenomenal 
growth, there must be 150 lumber yards. There are good yards 
in Houston; well financed, carrying good stocks and offering 
useful and reasonable service. But in point of numbers they’re 
in the minority. 


SURVEYS EFFECTS OF NEW TECHNIQUES 
AND MATERIALS ON RETAIL MERCHANDISING 


“There are a good many things that in these days are making 
the established, well-financed service yards worry. We're sure 
they’re on the right track. But this readiness to buy anything 
that looks like lumber, plus the new materials, the new ways of 
building and the new techniques of all kinds, must make the 
service dealer think and look to his ways of doing business.” 

3ecause the Cameron company is so much aware of these 

(Continued on Page 45) 
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How a Texas Dealer Sells by Sight 


The Best Selling Devices This Line Yard Ever 
Used Are Displays of Miniature Model Homes 


“To sell it,” says Wm. Cameron & Co. 
(Inec.), “you have to show it.” 

This big retailing, wholesaling and 
manufacturing concern, with head offices 
in Waco, Tex., is now putting on its an- 
nual series of building shows in its scores 
of retail yards in the Southwest. The pic- 
tures shown here were taken in the Ennis 
( Tex.) plant. 

The heart of the show, so E. P. Hunter, 
general manager, says, is the display of 
model houses. The company secured 24 
of these models from the AMERICAN 
LUMBERMAN. It has divided them into 
four groups of six models, and runs four 





Built-in millwork as featured at build- 

ing show at Ennis. In left foreground 

is gas furnace of type installed sus- 
pended below and flush with floor 





shows at a time. The models are dis- 
played on a table. The grounds are land- 
scaped with trees made from sponge rub- 
ber, and have automobiles, dogs and the 
like, all in scale. There is a canvas back- 
ground showing pictures of houses, to 
give depth to the display. Mr. Hunter 
says that people are eye-minded, and that 
these models are the best display and sell- 
ing devices the company has ever used. 
People will buy houses from models ; they 
are better than pictures. For selling pur- 
poses, they are much better than archi- 
tects’ plans. The models are a close sec- 
ond, in selling power, to the actual full- 
scale house that is ready to be lived ‘in. 
To sell lumber, this ‘company believes, 


the best way is to sell the uses of lumber. 
So it furnishes individual plans. In each 
yard there is at least one man, thoroughly 
trained by the architectural department at 
the head office, who can draft practically 
any plan. If it happens to be an unusual 
layout, the architectural department does 
the job. 

Long ago the company decided that if 
it was to sell the uses of lumber it must 
sell all kinds of building materials; so the 
Cameron yards handle hardware, paint, 
wall paper, gas furnaces, ventilating fans 
and a long additional line. The company 
does general contracting, but sublets la- 
bor, plumbing and wiring. 


And to make these sales, the company 
arranges the financing. It not only fi- 


nances houses through the FHA, but also 
sells almost any other deal on monthly 
payments; the painting of a house or a 





papering job, with the paint or paper ap- 
plied, right on down the list to a built-in 
ironing board. It quotes prices on all 
these things in terms of the number and 
amount of the monthly payments; pre- 
fers prices quoted in this way. The visi- 
tor will see an ironing board priced at 35 
cents a month for a designated number 
of months. Mr. Hunter says that prob- 
ably a majority of people, shopping for 
anything from a house to an attic fan, will 
not ask the total price. What they want 
to know about the price is thé monthly 
payments, the number of months and the 
items included in the payments. 

The company has on hand a selected 
list of prospects that was supplied by 





all yards; and to each of these people it 
mails a monthly folder of the “House of 
the Month.” This folder shows a line 
drawing of the house but not its floor 
plan, the total price, the monthly pay- 
ments, a sketch of an interior feature, an 
explanation of the financing, a list of the 
house features, and a brief statement 
about Cameron services. To the listed 
monthly payment must be added one- 
twelfth of the annual taxes and insurance. 
Since these items vary with town and lo- 
cation, they can not be included in the 
general estimate. 


Building Shows Are Tied In 
With Other Promotional Efforts 


The building shows are really specific 
displays that work hand in glove with the 
“House of the Month” idea and with the 
newspaper and billboard advertising. The 


The wall paper department for the 
yard's building show has a display of 
built-in cabinets 





company collects large and active prospect 
lists at these yard shows, and it is able, 
through these displays of actual goods, to 
clinch the general advertising. Mr. Hun- 
ter laughs a little over the public’s capac- 
ity to see advertising without taking it in. 
A policeman has been stationed on the 
down-town corner in front of the Waco 
store for years. During these years the 
store windows have carried publicity 
about deferred payments. The Federal 
Government has spent huge sums adver- 
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tising the FHA deferred payments. But 
it was only recently that the officer saw, 
and read, a card in the Cameron window 
about deferred payments on paint con- 
tracts. In much excitement he asked how 
long this had been going on; said he’d 
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community custom and the local man- 
ager’s preference. Because of Texas law, 
the company can handle only the kinds 
and items of hardware actually used in 
building, and that actually become inte- 
gral parts of a building. Lawn furniture 


45 


that it used to handle chiefly for adver- 
tising, under this law is “out.” 

The company was founded in 1868. Its 
retail sales for the fiscal year, ending May 
31, 1939, ran well over four-million dol- 
lars. 





never known about it; was certainly going 
to have his house painted! The moral is 
that there is no good time to stop adver- 
tising. 


Decorative Materials and Hardware 
Are Sold at All Yards This special dispay 
of wall paper at 
Cameron yard was 
part of its recent 


building show 


Since paint and wall paper are impor- 
tant Cameron items, each show has the 
services of an interior decorator who is 
also a color stylist. Wall paper is a stand- 
ard item in practically all Southwest lum- 
ber yards. The Cameron yards handle the 
Dirge line and some others. They handle 
several lines of hardware, including 
Shapleigh; the choice depending upon 





REALM OF THE RETAILER 


(Continued from Page 43) 

factors and these new changes, and because it believes that the 
health of the industry from the point of view of the customer 
as well as of the dealer must turn on sound service methods 
practically applied, it is making an intensive survey of its field 
in the four States of Texas, Oklahoma, New Mexico and Lou- 
isiana. Edward C. Bolton, son of the company’s president and 
an experienced man in market analysis, is making this field 
study. After graduating from Harvard, Mr. Bolton spent ten 
years or more with a big advertising agency analyzing highly 
competitive merchandising fields. 

“Of course lumber selling and building are relatively new 
fields to me,” Mr. Bolton said, “and I know well that I have 
much to learn. But I’ve been a little amazed to find how much 
these fields have to offer the public, and how little in general 
the industry has investigated its own markets, the money avail- 
able for building in specific areas, the advertising ways of ap- 
proaching customers there, the needs and values that could be 
pushed in advertising, and especially the ways of persuading the 
public to look at more than the first cost in deciding what and 
where to buy. It seems to me at first glance that this low-price 
competition is something to be considered from a merchandising 
point of view. The fact that in a time of depression these yards 
could get going and could make a living out of this inferior stuff 
and lack of service, bad as it is in its final effect on the cus- 
tomer, is something that ought to set well-financed service yards 
to thinking what they have or have not done to let this trade 
escape from them. 


MASS RETAIL ADVERTISING BY 
COMPETITORS WOULD EXTEND TRADE OF ALL 


“For one thing, lumber retailing has a background of an 
origin as a sawmill outlet. The merchandising idea came to 
retailers late. I have learned in other fields that if all retailers 
would step up their advertising about the qualities and uses of 
good building, the very mass and impact of this advertising 
would benefit the whole industry. Within limits, which lumber 
retailing is still far from reaching, the more a dealer’s competi- 
tors advertised, the better it would be for him. His competition 
is not with other dealers so much as it is a competition with 
all other industries for the consumer’s dollar. This mass and 
weight of advertising has proved its customer-building power 
in such fields as cigarettes and liquor, where the goods may have 
done the buyer no good. It would be much more true in the 


building field, where the values are of undoubted benefit to cus- 
tomers. During the past few years, few fields have produced 
so many new developments of value to the customer as has the 
building field. During the past few years, automobiles have 
added little except gadgets and new lines, but motor manufac- 
turers have advertised these minor changes to the skies. Little 
such advertising has been done in the building field, with its 
much more numerous new offerings. Car manufacturers pro- 
duce the complete car, and manufacturers are the logical adver- 
tisers of cars. Lumber retailers produce the house, and they’re 
the ones to advertise it. 


PUBLIC MUST BE SOLD ON HOME AS 
AID TO FINER LIVING 


‘There is one matter which lumber retailers have to take into 
account and change if possible. In the old days of national eco- 
nomic expansion, owners expected their houses to appreciate 
in value. As the town or city grew, the resale price of the 
house increased. Under changed conditions, we can’t expect 
that to happen—at least not at the old rate and perhaps not at 
all. This seems to take away a big selling point. But when the 
owner drives a new car off the selling floor, it depreciates 25 
percent in value in the first 25 feet. The owner knows this and 
doesn’t care. He’s buying transportation, style, comfort and 
safety; not resale value. Lumbermen must help customers 
understand and accept the fact that in building a house they, 
too, are getting style, comfort and living values, and that these 
things are worth what they cost. The approach would have to 
be varied for different types of buildings ; but the value-approach 
is there. It seems to me there’s an immense field of merchan- 
dising, valuable to the dealer because its development is valu- 
able to the customer, that has not been much explored or 
utilized by the retail lumberman.” 

The Realm reached Ennis, Tex., just after the building show 
in the Cameron yard had closed. H. S. Powell, manager, was 
not in. Mr. Powell got his preliminary training in the Cam- 
eron yard in Temple. M. J. Whitfell told us about the show and 
about the popularity of FHA financing. Ennis is a railroad 
town and so is “a natural” for financing by the month. Mr. 
Whitfell mentioned a fact we’ve been told in many places. Many 
Texas yards have their own drafting departments, as the Cam- 
eron yards do; and they have to be careful to keep possession 
of drawings and material bills until the sale is made, else the 
cute numbers among the customers will peddle these things to 
heck and gone in a search for lower prices. 
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An Approach to the Farm Buildings Problem 


[By K. K. King*] 

Because of the greater diversification of 
crops and greater mechanization of farms, 
public regulation of the storage and pro- 
cessing of farm products, and the very 
fact that farm population has increased in 
concentration, good buildings have be- 
come as essential as good land. Also, an 
ill-housed farm family is likely to be be- 
low par in health, and for that reason be- 
low par in available energy for physical 
output of farm labor. Concentration of 
farm families has produced public health 
problems in rural areas similar to those 
in urban areas, and ill-housed families 
more easily fall victims to the contagion 
of closely concentrated society. 

For this reason, the Farm Security Ad- 
ministration has insisted that buildings 
susceptible to repair be put in first-class 
physical condition. When buildings are 
lacking or not susceptible to repair, ade- 
quate new ones are built. 


*Presented before the Farm Structures Division at 
meeting of the American Society of Agricultura] En- 
gineers, held at Chicago, Dec. 6, 1939. The author is 
district engineer (District IIT), Farm Security Admin- 
istration, U. S. Department of Agriculture. 





Since the word ‘“‘adequate” is more or 
less the shibboleth of any discussion on 
housing, as defined by the Farm Security 
Administration it means a house which, 
for the climate in which it is built, is 
weather-tight and so constructed as to 
present to the weather a surface which 
is made of first-grade material. The in- 
terior of the house is designed with the 
minimum of space for each function of liv- 
ing considered adequate in the combined 
opinion of home economists, home man- 
agement supervisors, and farm manage- 
ment supervisors of the Department of 
Agriculture. In setting forth their re- 
quirements they were asked to be ex- 
tremely frugal, and we believe they 
succeeded in evolving the maximum 
amount of utlity per dollar that present 
experience would permit. This statement 
is true of outbuildings as well as of 
houses. 

Some of the minimum standards may 
be briefly stated as follows: 

1. Windows and doors shall be in good re- 

pair and properly screened. 

2. Sanitary privies or toilets designed to meet 











Display rack of merchandise samples and sales literature in the up-to-date 
quarters of the retail lumber department, Acushnet Saw Mills Co., New 
Bedford, Mass- 








the accepted standards of the State health 
departments shall be provided. 


3. The water supply shall be adequate for 
family and livestock needs. The water for 
domestic use shall be protected against 
contamination by drainage from privies, 
surface runoff, or otherwise. 


4. Foundations must be adequate and sound, 
and floors in good condition. 


5. Roofs must be water-tight and exterior 
walls protected by paint or other wood 
preservative. 


6. Chimneys must be in such state of repair 
that they do not constitute fire hazards. 


Sleeping quarters should be adequate to 
meet family needs; our general rule is a 
minimum of three bedrooms. 


8. There should be adequate provision for 
storing food, clothing, utensils, tools, and 
produce. 


9. There should be adequate shelter for poul- 
try and livestock. 


10. No attempt should be made to repair 
buildings that are in such condition that 
they should be demolished and replaced 
by new structures. 

Using these standards and farm plans, 
for all the buildings which compose a 
farm plant, we have been able to erect 
new structures which are frugal and sim- 
ple, but functionally adequate, within the 
abilities of a farm family to pay the inter- 
est and amortization on a_ one-family 
farm, with a few exceptions, throughout 
the United States. 

One of the most significant measures of 
the value of farm buildings has been the 
experience in the Farm Security Admin- 
istration with the program administered 
by them under the provisions of the 
Bankhead-Jones Farm Tenant Act. Un- 
der this Act families are selected by a 
local committee, with the assistance of 
employees of the Farm Security Adminis- 
tration, to obtain loans from the govern- 
ment with which to purchase and improve 
a one-family farm. It has been deter- 
mined that it is to the advantage of the 
family as the debtor, and equally to the 
advantage of the government as the cred- 
itor, to get the buildings into physical 
shape as rapidly as possible, because not 
until these buildings have been put into 
physical condition to perform their func- 
tion does the farmer get fully into his 
farm operation, and therefore fully into 
the earning power with which to liq- 
uidate his debt to the government and 
provide operating means for himself. If 
the buildings are not completed with all 
possible speed, some part of the farm op- 
erations on which his ability to pay was 
premised will not be carried out. This 
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is an important index of the great value 
of adequate operating plant in the form of 
farm structures. 

As a corollary to this, it has also been 
discovered that the timeliness of getting 
buildings into proper condition is often a 
major factor in preventing spoilage from 
improper storage and illness from im- 
proper shelter during bad weather, both 
in the farm family and among the live- 
stock on the farm. It is for this reason 
that the Farm Security Administration 
makes a great effort to time its loans and 
its building program with the agricultural 
seasons for the purpose of providing the 
entire building plant at the time when it 
has its greatest utility. 

Of course, it is only possible for most 
farmers to follow out the plan of provid- 
ing adequate buildings all at one time to 
form a complete operating plant, when 
cheap long-term capital is available under 
the proper conditions. Conversely, how- 
ever, when cheap long-term capital is 
available, as it is under the Bankhead- 
Jones Farm Tenant Act, there is no ex- 
cuse for following any policy which per- 
mits the farmer to be dilatory in the con- 
struction of his buildings, because he will 
not get fully into his operations, and will 
not come into the income position on 
which the entire loan was based, until he 
has all his buildings. Therefore, when 
loans are made for buildings or repairs to 
buildings, the Farm Security Administra- 
tion supervises their construction at the 
earliest possible date. 

The Farm Security Administration co- 
operates with the extension service and 
other agencies, using in many cases plans 
developed by the other services, which 
have been found suitable for particular lo- 
calities. The Administration is intended 
to serve a low-income group, to place such 
low-income families in a position to attain 
self-dependence and security, and to make 
a beginning in the reduction of farm ten- 
ancy. 





Improved Lighting Increases 
Efficiency of Displays 


Installation of new-type fluorescent 
lighting has greatly increased efficiency in 
the offices and display rooms of the East 
Denver Lumber Co., Denver, Colo. One 
of the first yards in the West using the 
new-type lighting, the Denver company 
has found that in addition to minimizing 
eye-strain in office work, it almost com- 
pletely does away with shadows in the 
display room, thus providing for more ef- 
fective merchandise display and bringing 
out the true colors of samples and litera- 
ture. The effect of the light in bringing 
out colors is particularly noticeable on 
paint. 

The combination general office and dis- 
play room is equipped with four units of 
120-watt capacity each. Before the 
fluorescent lights were installed, a 300- 
watt bulb was required in each of the four 
locations. On this basis, the saving in 
electricity will soon pay for the new fix- 
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tures. But even more important than 
that, according to Vice-President J. F. 
Scott, is the radical improvement in light- 
ing efficiency. 

Mr. Scott reports that original invest- 
ment in the fluorescent fixtures is not 
greater than in ordinary lighting fixtures. 
While the replacement cost of tubes is 
somewhat higher than for ordinary light 
bulbs, the saving in electricity with the 
new type lights more than offsets this 
difference. 





Display of Roofing 


The Riddoch Lumber Co., Colorado 
Springs, Colo., has made a roofing mate- 
rial display of its yard fence. Near the 
top of the fence a slanting projection was 
built, as shown in the accompanying pho- 
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Display Affords a "Selling Point" 


tograph, on which are displayed the dif- 
ferent roofing materials carried in stock. 
On one side of the yard gateway are 
shown the composition roofings, while on 
the other side is a shingle display. 

Every day throughout the year this 
roofing material is exposed to the changes 
of weather, and that fact is a talking point 
in selling roofing at this yard. The dis- 
play has proven well worth while, accord- 
ing to W. D. Rice, general manager of 
the firm. The arrangement is not only a 
good advertisement for the roofing de- 
partment, but it improves the appearance 
of the yard fence. 
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Railroading Business Into a 


Lumber Yard 


Jerome M. Higman, proprietor of the 
Reliable Lumber Co., with yard located 
on a busy through highway at 1206 Val- 
ley Boulevard, Rosemead, Calif. (Los 
Angeles suburb), carried an average of 
500 people around and through his yard 
every week-end for two years on a minia- 
ture train which ran on 1,200 feet of track 
laid for that purpose. This has been one 
of the best publicity stunts Mr. Higman 
ever tried; and, since he has a boulevard 
location, and wishes to catch the eyes of 
motorists, he likes to have features that 
will do just that thing. 

The train belonged to a man who used 
it as an attraction at a seaside resort. 
When he started looking for a new loca- 
tion Mr. Higman grabbed on to it. The 
owner of the outfit sold tickets, and the 
receipts constituted his income, while Mr. 
Higman gave away tickets to his custom- 
ers and visitors. He got a play from lo- 
cal people living within a few miles, 
whereas the owner got his patronage from 
the more or less through traffic. As many 
as 1,000 have gone through the yard on 
Saturday and Sunday, the only days the 
train was operated. 

Standing out in front of the yard close 
to the highway beside its little depot dur- 
ing the whole week the train naturally 
drew much attention and proved to be a 
good piece of publicity. Nor was this 
wholly a kid stunt, for during the two 
years just ended 40 percent of the passen- 
gers on the train have been adults. 

The largest immediate results were 
seen in increased volume of small pur- 
chases. When a small purchase was in 
the air, the children of the family would 
try to see to it that dad drove over to the 
Reliable Lumber Co., where they could 
ride free on the train. The longtime re- 
sults are, of course, in the nature of gen- 
eral publicity, and of identification. Small 
sales to people living as much as 100 
miles distant have not been uncommon, 
for the location has become identified in 
their minds. Incidentally, the location 
also stuck in the minds of the bus drivers 
traveling the highway, who became good 
boosters, remembering this yard even 
though they drove past a score of others 
daily without noticing them. 

The locomotive is a scale model of an 
old “Wrinkle Belly,” a type of engine 
well known to all veteran railroad engi- 





Miniature train attracts "kids" and parents to lumber yard for free rides 
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neers. It pulled two 20-foot cars. Mr. 
Higman laid out the track so that it ran 
past all his “bargain buys,” and other at- 
tractive items of merchandise, all of which 
were priced in figures large enough to be 
easily seen. 

When the popularity of the train be- 
gan to wane, a month or two ago, he al- 
lowed it to be moved to another location, 
but it may be brought back again later 
for a second “season,” as scores of peo- 
ple stop and ask “what became of that lit- 
tle train ?”—an indication that the impres- 
sion which it made still lingers. 





April ls Good Month for a 
Clean-up Campaign 


“When an entire community gets be- 
hind the annual spring clean-up drive,” 
said an executive of the Valley Lumber 
Co., Fresno, Calif., “not only will the city 
present a far more inviting appearance, 
but business in all lines connected with 
cleaning and repairing will be stimulated. 
This was our thought when, a year ago, 
we linked up with Fire Prevention and 
Clean-Up Week, the last week in April. 
The mayor issued a proclamation desig- 
nating this period and urged everyone to 
look to his home, yard, and place of busi- 
ness with a view to eliminating fire haz- 
ards. We ran a special ad calling atten- 
tion to our paints, varnishes, hardware, 
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insulation, wallboards, roofing and shin- 
gles. We also prepared a circular which 
we distributed at the schools. These forms 
asked that the children check their homes 
for fire hazards and cluttered-up spots in 
back yard or front yard, lawn, basement, 
vacant lot, porch or garage. They were 
also asked to suggest to their parents that 
the fence, porches, steps and screens be 
repaired, and the house, porch screens, 
cellar, fence, garage or outbuildings be 
painted. Talks on a general clean-up of 
premises had already been given in the 
different classrooms, and the youngsters 
were clean-up conscious, so they enthusi- 
astically checked all the items mentioned 
and reported to their parents—the result 
being a surprisingly large increase in or- 
ders for paint and repair lumber.” 

The Maisler Bros. Lumber Co. is an- 
other Fresno lumber concern that linked 
up intensively with last spring’s clean-up 
campaign, running a big ad calling atten- 
tion to its sale of paints at reduced prices, 
and offering a step-ladder or a household 
step-stool with each order for $10 worth 
of paint. In its store the paints, hardware 
cleaning specials (such as garbage cans, 
rakes and wheelbarrows), roofing, and in- 
sulating were arranged in special units, 
each with a big sign calling attention to 
Spring Fire Prevention and Cleanup 
Week, and stressing the advisability of 
securing the necessary implements for 
cleaning, and the materials for painting, 
repairing and re-roofing. 
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Figures Show Independent 
Stores Gaining Over Chains 


Chains are by no means driving the in- 
dividual retailer off the map. Census 
Bureau figures show that retail stores 
that are not in chains outnumber the 
chain units by more than twelve to one, 
and that between 1929 and 1935 (the last 
year for which census figures are avail- 
able) the number of chains had shrunk 
by 20,000 but the number of retail stores 
had risen by 99,000. The census shows 
more independently owned stores in 
America at the last count than there were 
ten years ago. 

The directory of chain store headquar- 
ters published from time to time by the 
Brokers’ Division of the National’ Asso- 
ciation of Real Estate Boards, compiled 
because chains are such important users 
of commercial space, shows that, as in 
other lines of business, new chains are 
forming, others are disbanding. The num- 
ber added in the two years 1937-1939 is 
299 chains, 24,802 outlets. The directory 
indicates that additions in recent years 
have been just about enough to replace 
the depression shrinkage. The compila- 
tion back in 1930 listed 9,539 retail chains. 
The present list shows 9,470, these having 
a total of 340,048 individual retail stores. 
Filling stations, drug stores, women’s 
furnishing chains, beauty shops, are in- 
creasing in number of chains and outlets. 
Grocery and meat chains, general stores, 





CALIFORNIA YARD 


AT RIGHT is shown John W. Fisher, president Fisher-Swartz 
Lumber Co., Santa Monica, Calif., discussing plans for building 
with a customer. BELOW is shown the three-blocks-long plant of 
the company, located at the corner of 14th Street and Colorado 
Avenue, covering an area of approximately 60,000 square feet. 
Information from Mr. Fisher about the middle of January was to 
the effect that his company contemplated adding new sheds and 
rearranging its yard stock in the early part of this year. He 
added: "We enjoy reading the American Lumberman, and re- 
ceive a great deal of information that is helpful in conducting 
our business." The Fisher-Swartz Lumber Co. has been established 
in Santa Monica about seventeen years, and has steadily kept 
pace with the progress of the community. The present complete 
and modern plant was built in 1938 
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Trim and modernistic in appearance is the new addition to the office of the East Ohio Lumber Co., at Warren, Ohio. The 

improvements, completed last fall, include the new front, with large display windows, shown in above illustration. In the con- 

struction and finishing of these fine new business quarters, many quality materials were used in such manner as to afford 

visual demonstrations to prospective builders. At right is seen J. W. Welsh, president of the company, seated at desk in 
his modernized office, an attractive feature of which is the knotty paneling brought out in the photograph 





furniture chains, barber shop chains, are 
decreasing, both in number of chains and 
in number of individual units. 





Cartoon and Jingle Features 
Dealer's Springtime "Ad" 


A clever feature of a recent advertise- 
ment of the Wiener Lumber Co., Maple 
Ave. and Inwood Road, Dallas, Texas, 
was a cartoon sketch of two birds sitting 
on a limb and gazing at a Wiener Lumber 
Co. billboard. The larger of the birds had 
a very small bill, the smaller a decidedly 
elongated one. “Well! Well!” they were 
saying. “I am glad to know that!” For 
the message on the billboard was, “We 
will be glad to have your order—whether 
your bill be large or small.” 

A four-line jingle also helps to keep 
the Wiener name fixed in the mind; and, 
incidentally, gives the correct pronuncia- 
tion. This jingle, in a box at the right of 
the signature, runs thus: 


“Than this, there is 
No idea keener, 
For lumber needs— 
Remember Wiener!” 
By such devices Wiener’s advertising is 
lifted out of the commonplace and made 
to draw and hold attention. 





CoLorEp Movies Expratn Forestry—Log- 
ging operations on lower Vancouver Island are 
now being graphically presented to members of 
service clubs, boards of trade and other groups 
on Vancouver Island through the medium of 
color motion pictures. These are being shown 
by the British Columbia Forest Preservation 
Department. 


Payment Plan Covers Class 3, Title 1, Loans 


St. Paut, Minn., April 1.—Of unusual in- 
terest to lumber dealers everywhere is the an- 
nouncement made by Weyerhaeuser Sales Co., 
and Wood Conversion Co. that Class 3, Title 1, 
deals are now covered by the ABC monthly 
payment plan. This new small home loan plan, 
according to Allied Building Credits, (Inc.), 
here, makes it possible to build homes and sum- 
mer cottages with loans up to $2500, payable in 
monthly installments for various terms up to a 
maximum of 15 years, with an investment in 
property, in land, or an interest in land in an 
amount equal to 5 percent of the appraised 
value of the completed property. The service is 
made available by ABC to customers of Weyer- 
haeuser and Wood Conversion companies who 
are regular users of the ABC monthly payment 
plan. 

From the beginning of FHA, Weyerhaeuser 
has insisted that lumber dealers should be in 
position to maintain installment selling services 
within their establishments and the policy of the 
company has been to work to this end as rap- 
idly as possible. With the addition of Class 3 
to the monthly payment plan, ABC has now 
reached its objective as the services offered 
now include all FHA plans as well as a supple- 
mentary plan which broadens greatly the scope 
of Title 1. 

ABC Class 1, Title 1, covers repairs, altera- 
tions and improvements of existing structures. 
Class 2, Title 1, covers erection of new struc- 
tures not to be used wholly or in part for resi- 
dential purposes. The supplementary plan cov- 
ers repairs, alterations and improvements of 
existing structures and, under certain condi- 
tions, the completion of unencumbered dwell- 
ings in large amounts and for longer terms 
than are available under FHA. New residen- 
tial construction is included in the ABC Title 
2 service, and in the Class 3, Title 1, plan just 
announced. Summer cottages are also eligible 
under the new program. 

Class 3, Title 1, has been widely discussed 
in the retail lumber industrv. Since its incep- 
tion dealers have insisted that such a service 
was vital to their success in selling homes and 
summer cottages but were usually unable to 


obtain satisfactory outlets for mortgages of this 
type. Only in a few scattered locations were 
financing institutions willing to take the paper. 
The ABC Class, Title 1, service is the first 
offered to lumber dealers on a national basis. 

Since 1934, Weyerhaeuser has played a ma- 
jor role in promoting the use of installment 
selling by lumber dealers. ABC, organized in 
1937, already occupies a dominant position in 
the field. The growth of the company has been 
rapid from the beginning and offices are now 
maintained in Saint Paul, Minneapolis, Chi- 
cago, Newark, Tacoma, Boston, Buffalo, Phila- 
delphia, Pittsburgh, Salt Lake City, Dallas, 
Kansas City and Tampa. A corps of field men 
cover most of the States where the company 
operates and the volume of business handled 
has already reached large proportions. 





Plans Ship Line to Orient 


San Francisco, Cauir., March 30—Inaugu- 
ration of a second American flag shipping 
service to the Orient from the Northwest ap- 
peared a certainty as the recently incorporated 
Occidental & Oriental Steamship Co. announced 
“successful” negotiations with the Portland 
Port Commission to underwrite $350,000 worth 
of debenture bonds, according to word received 
here. Officials of the new company are George 
T. Gerlinger, of the Willamette Valley Lumber 
Co.; John S. Campbell, of Wilcox-Hayes Co. ; 
Donald H. Bates, of Durham & Bates, and L. 
C. Newlands, head of Oregon-Portland Cement 
Co. A freight service every two months is con- 
templated, with Portland and San Francisco as 
the only American ports of call. Negotiations 
are reported underway for the allocation of six 
freighters by the Maritime Commission. It is 
understood the company plans to buy its 
freighters, or to charter them on credit terms. 

Swayne & Hoyt, Ltd.. a pioneer Pacific Coast 
steamship company and agency, announced its 
retirement from business, effective April 30. 
The firm recently sold its total fleet of twelve 
ships. of the Gulf Pacific Line. It was agent 
for the Calmar and Yamashita lines. 
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The Silver Jubilee of Southern Pine 


Producers Organize to Assure Quality That Will Maintain Prestige of 


New Orveans, LaA., March 28.—Legal steps 
for segregation of grading and inspection func- 
tions, in accordance with Federal court decree, 
were taken by the Southern Pine Association 
at its quarter-century convention terminating 
here today. This convention marked the end of 
an epoch, and, according to its leaders, also 
the beginning of even more illustrious service 
to the southern pine producing industry. Just 
as the decree of a Missouri court twenty-five 
years ago pointed the way to greater success 
in co-operation, the Federal action this year 
was heralded as serving as a guide-post to a 
greater future. 

The directors, in conformance with court 
edict, approved a form of contract for the new 
Southern Pine Inspection Bureau, carrying a 
fee of 6 cents a thousand feet, with a minimum 
of $25 per month for membership, and for a 
SPA membership fee of 9 cents a thousand 
with $25 a month minimum. The combination 
of the two, 15 cents a thousand, was provided 
under the displaced subscribers’ contract. Mem- 
bers of SPA must belong to Southern Pine 
Inspection Bureau. 

The magnitude of the tasks remaining for 
the association was portrayed during two days’ 
sessions, in which the manufacturers were told 
of the demands of the retail distributors for 
an ever improved product, the need of mills 
for alertness to protect themselves in railroad 
rate matters, and the necessity of the SPA’s 
extending its timber conservation program to 
embrace the entire southern pine producing 
field. 

Selection of new directors and officers was 
deferred until the mid-summer meeting. 

With President P. A. Bloomer, Fisher, La., 
presiding, the convention got under way March 
27 with an open meeting of the board of direc- 
tors. Secretary-Manager H. C. Berckes gave 
an outline of the developments relative to the 
Federal court anti-trust consent decree. He 
recommended that a firm of accountants be 
engaged to effect a determination of elements 
of costs to be apportioned to the new Southern 
Pine Inspection Bureau. This action the board 
ordered. 


To Serve Industry Constructively on Grading 


Assertion that the Southern Pine Association 
for 25 years has been the exclusive agency for 
grading rules for this species “only because we 
have been willing to assume the burden of 
doing this job for the industry,” was voiced 
by W. T. Murray, Rochelle, La., chairman of 
the grade rule committee, in a report sum- 


marizing its activities. Chairman Murray 
aggressively declared the existing rules and 
grade-marking system not to be a selfish scheme 
to benefit only a particular group, but rather 
“the result of years of unselfish effort on the 
part of the manufacturers who had vision 
enough to know our industry could never sur- 
vive without a strong standardization program. 
Because of the increasing importance to the 
responsible people in all branches of the lumber 
industry of an effective system of grade-mark- 
ing,” he declared, “there can certainly be no 
question in our mind concerning the vigor with 
which we will carry forward this program 
through participation in the Southern Pine 
Inspection Bureau. This industry has _ been 
characterized by progressiveness, and it is going 
to continue to be progressive. As has been 
so often pointed out, unless an industry volun- 
tarily establishes standards backed up by some 
effective means of policing, the interests of 
consumers alone will require the Government 
to do the job. Under the decree, we have been 
given a charter which provides ample room for 
this industry to maintain the machinery neces- 
sary to continue to do a good job on grading 
standardization.” After asserting that “the vast 
majority of the members of this industry are 
responsible, ethical and progressive,” the chair- 
man said it is “my sincere feeling that we can 
go forward with this new bureau and meet 
industry problems as efficiently and construc- 
tively as ever.” 


Transportation and Conservation Reviewed 


“During each year, I feel, we have saved for 
subscribers at least the amount of their sub- 
scription fees to the association,” declared Eli 
Wiener, Dallas, Tex., transportation committee 
chairman, in reviewing that field of SPA 
endeavor. He pointed out how this activity 
prevented territories being lost to southern pine, 
citing the recent reduction in rates to Official 
Territory. Each year, he declared, some par- 
ticular job could be pointed to for similar 
results. The work, however, is by no means 
through, as problems constantly rise, one cur- 
rent instance being probability of demand for 
train-load rates by western competitors. Mr. 
Wiener lauded the work of A. G. T. Moore, 
traffic manager, and his staff. ; 

While warning his audience that the industry 
must practice conservation, H. M. Seaman, 
Houston, Tex., conservation chairman, told the 
manufacturers ‘that a study of growth of timber 
on their own holdings was so amazing that it 
was difficult to give it credence. The work 


done by the SPA conservation department in 
preparing an exhibit of SPA forestry practice 
for the Congressional Committee, he said, was 
outstanding. Unless the industry practices con- 
servation, the Government will step in, he ad- 
vised. 


Continued Efforts Essential, Says President 


Declaring that successful activity over a 
quarter-century has demonstrated the right and 
need for its existence, P. A. Bloomer, Fisher, 
La., president of the Southern Pine Association, 
warned the manufacturers—called together for 
the first general session of the Southern Pine 
association’s silver anniversary convention here 
Wednesday afternoon, March 27—against any, 
even temporary, cessation of trade promotion, 
traffic, statistical, conservation and legislative 
work, lest the industry “become a fair mark to 
shoot at by the many who would welcome the 
absence of our competition.” 

The SPA was formed, the mill men were 
reminded, when confusion reigned because of 
the dissolution of the old Yellow Pine Manu- 
facturers’ Association; war had broken out in 
Europe, with resultant demoralization in com- 
merce; the West Coast had gained competitive 
access to the east coast via the recently com- 
pleted Panama Canal; and introduction of sub- 
stitutes had been encouraged by false predictions 
of cutting out of the southern pine industry. 
Mr. Bloomer recounted how the SPA, through 
the intervening years had built up its services 
to meet complexities of competition and the 
demand of the public for high quality lumber. 


Pine Prestige Maintained by Quality 


“Perhaps, in our efforts through the years, 
earnestly devoted to the cause of maintaining 
the prestige and the widest possible distribu- 
tion of all southern pine, we have accomplished 
a greater degree of success than we realized,” 
he declared. “We have ever kept before us the 
necessity of furnishing the public with a relia- 
ble and dependable building material. We have 
been jealous of the good reputation of south- 
ern pine, irrespective of its origin. In every 
honorable and legitimate manner, we have 
endeavored to impress upon all manufacturers 
our conviction that their lumber must be prop- 
erly seasoned, accurately machined and intelli- 
gently separated into identifiable grades, if we 
would succeed in maintaining a market for it. 
At the same time we have expressed our fears 
that if lumber delivered to the public were half- 
dried, or green; badly stained; poorly manu- 
factured, a ‘black eye’ would be given to all 
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wood as a structural material and give comfort 
to those who seek to displace our product in 
the construction industry.” The idea of grade- 
marking was described by Mr. Bloomer as 
“repugnant” to those “whose policy is to ‘get 
by’ with the least possible outlay of energy 
and expense,” who care little for the industry’s 
good, and perhaps expect to be connected with 
it briefly. 

Review of the situation leading to the con- 
sent decree was presented by J. H. Crooker, 
Houston, Tex., SPA general counsel. He indi- 
cated the most difficult hurdle faced was the 
wholesale and widespread exchange of manu- 
facturers’ price lists (in which the SPA was 
not involved), and that, rather than disrupt the 
industry over an extended period of time, the 
consent decree was accepted. The attorneys 
think, he stated, that the association is in a 
much stronger position to continue its other 
activities; the Bureau also being in a strong 
position, 

Need of the lumbermen for the co-ordination 
of all species groups through the National 


Amemcanfiumberman 


leinpell, of Flint Lumber Co., Flint, Mich., a 
former president of the Michigan Retail Lum- 
ber Dealers’ Association. This retailer, whose 
experience includes the manufacturing end, de- 
clared with pride that he lived in a 100 percent 
wood house, and a very old one at that. The 
speaker told the manufacturers at the Thurs- 
day morning session that substitute manufac- 
turers conduct advertising and sales promotion 
programs, making their products irresistible to 
the public, and the dealers must carry them. 
If interest is lost in lumber, it is the lumber- 
men’s fault. Dealers should be well supplied 
with literature, as a tie-in with promotion in 
magazines. 

Mr. Kleinpell declared he had always advo- 
cated grade-marking as a means of stabilizing 
quality standards. When FHA stipulated grade- 
marked lumber, he said, it was hoped it would 
narrow retail competition to the same grade. 
In some ways the results were disappointing, 
in that he thought the result was a leveling off 
instead of raising the standard to fullest extent, 
this applying to No. 2. Crook in studs, he said, 
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east. More strict conformance to rules by the 
industry is necessary; and education of buyers 
and specifiers needed. Demand exists for lum- 
ber dried to as low as 12 percent; the industry 
should benefit by fixing 15 percent as maximum 
moisture content of boards and dimension. 


Crook in Dimension. Criticism of too 
much crook everywhere. The trouble can be 
met by (1) not cutting dimension out of log 
of improper texture; (2) season to lowest 
moisture content to catch crook before ship- 
ment; (3) load dimension on edge, and load 
only in wood-sheathed railroad cars; (4) in- 
duce dealers to store and stack on edge and not 
out in the open. 


Appearance. A large part of the southern 
pine industry should do a better job of end 
trimming. Also do a better loading job, to pre- 
vent shifting in transit. 


Grade-Marking. It is imperative for the 
agency charged with maintaining grade stand- 
ards and inspection facilities to be adequately 
manned, not only with respect to mill super- 


Heralds New Era of Industry Service 


Wood and Provide Basis for Aggressive Merchandising Through Retailer 


lumber Manufacturers’ Association, was 
stressed by M. L. Fleishel, Shamrock, Fla., 
who urged that, just as the pine manufacturers 
require the services of their own organization 
today more than ever, the same thing holds 
true for the National. In Washington, he said, 
Government offices to be contacted have a ratio 
of fifty to the ten Bureaus existing twenty 
years ago. Trade association work is essential, 
he pointed out, because rugged individualism 
can not run business anymore. It is now neces- 
sary to have strong associations to protect the 
individual against present menaces and trends 
in Government control of private enterprise. 
Functions and objectives of the Southern 
States Industrial Council, of which he is presi- 
dent, were outlined by C. C. Sheppard, South- 
ern interests must be protected from unwise leg- 
islation, he declared, pointing out that southern 
interests lack representation on industry com- 
mittees under the Labor Standards Act. He 
also referred to departure from constitutional 
government, under which Government execu- 
tives can by fiat go beyond the intent of Con- 
gress in establishing harmful regulations. 


Retailer Discusses Lumber Merchandising 


Recommendation that lumber manufacturers 
take the aggressive in advertising in magazines 
devoted to homes, and that grades he made 
even more exacting, was voiced by Arthur 


H. M. SEAMAN, 
Houston, Tex.; 
Conservation 


a 
Cc. C. SHEPPARD, 
Clarks, La.; 


Labor Laws 


ELI WIENER, 
Dallas, Tex.; 
Transportation 


e 
ARTHUR 
KLEINPELL, 
Flint, Mich.; 
For Retailer 


is more damaging than in old days, because 
wooden sheathing sprung the pieces back but 
wallboard lacks the strength to do this. Our 
yards are full of crooks, he said, and we do not 
know what to do with them. FHA inspectors 
will not always pass defects allowed by the 
grades, and if an inspector rejects a piece with 
a spike knot at edge, it just comes out. Mr. 
Kleinpell suggested rule provision that not less 
than 50 percent of the grade must be above the 
average, or middle, point. Poor lumber, like 
poor money, he commented, will run good lum- 
ber out of circulation. You create the desire, 
and we'll sell the lumber. 


Reports on Trade Promotion Survey 


The purpose of the survey of the fact finding 
committee was outlined by O. N. Cloud, 
Shreveport, La., who presided over the morning 
session, under auspices of the advertising and 
trade extension committee. The report was read 
by E. M. McGowin, Chapman, Ala., fact-find- 
ing chairman. Essential points covered in- 
cluded : 

Seasoning. There is evidence that a con- 
siderable portion of southern pine shipped is 
not properly dry; that consumers and buyers 
generally do not know what constitutes prop- 
erly dry lumber. Shipment of unseasoned lum- 
ber lost the framing market in the Northeast, 
and a dangerous condition exists in the South- 


vision, but also to policing of shipments of 
grade-marked at destination. Of 19 grade- 
marking license revocations during 1939, 16 
were made because of violations discovered in 
the consuming territory. 


Grade-Marking Practice. Mills author- 
ized to grade mark should grade-mark all lum- 
ber they ship, unless specifically instructed not 
to by the buyer. Buyers expect their shipments 
to be grade-marked when purchasing from a 
licensed mill. 

Mandatory Requirements of Grade 
Marked Lumber. “In some sections (out- 
side of areas where grade-marking is manda- 
tory), lumber which fails to meet the 19 per- 
cent moisture content requirements of the FHA, 
and grade rule minimum standards, is being 
permitted to be used in houses financed under 
the FHA plan.” This practice was said to be 
“more widespread than realized.” 


Correct Specifications. Frequent contacts 
with Government agencies, to induce specifica- 
tion of correct grades in all invitations to bid, 
should be effected. 


Consumer Advertising and Promotion. 


Must be undertaken on a complete basis to 
meet substitute competition. The average lum- 
ber specifier and buyer does not know that 
lumber is a natural insulating material; to 
which is added greater strength and nail hold- 
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ing power. Of 178 retail yards, 87 percent 
prefer to handle wood sheathing instead of wall- 
boards. Architects frequently specify the wrong 
grade for the use intended. 


Differences in Lumber Qualities. The 
basic job of bringing all southern pine manu- 
factured up to minimum standards can best be 
accompilshed by general specification of grade- 
marked lumber, an objective which will protect 
high quality producers because of elimination 
of use of green lumber with its harmful effects. 
Study should be given to status of lumber pro- 
duced by manufacturers whose standards of 
service and quality are above the minimum. 

Following the submission of the report, a 
resume of the trade promotion work of the 
association was given by A. S. Boisfontaine, 
SPA trade promotion manager. 


Reviews Early Days at Luncheon 


Chas. S. Keith, mayor of Kansas City, Mo., 
and first president of the Southern Pine Asso- 
ciation, spoke briefly at a luncheon tendered by 
the SPA board of directors, following the 
morning session. President P. A. Bloomer pre 
sided. Mr. Keith told of the early problems of 
the organization, and how they were met. He 
referred to the return to southern pine opera- 
tors, as compared with that earned by western 
woods, as one indication of the usefulness of 
the SPA. In touching on the anti-trust case, 
and the regimentation program of the New 
Deal, he told the manufacturers they “can’t 
lay down, but become more resistant as an 
industry.” 

Awards for unselfish service in behalf of the 
SPA—a silver paper weight—were given to 
those who attended the first meeting twenty-five 
years ago. 

An inspirational talk was given the pine 
manufacturers by Clayton Rand, Gulfport 
(Miss.) columnist, who compared present con- 
ditions to those complained of in the Declara- 
tion of Independence. He urged that purpose 
of government is to protect us in our lives and 
property, yet the present Government has be- 
come our greatest risk, undermining what it 
was intended to protect. The Government has 
heen sitting in our laps so long we’re paralyzed. 
Instead of preparing to send men overseas to 
give Europeans democracy again (which they 
showed they did not want), it is a pitv the 
Government can’t do more to assure it here. 
We need peace among ourselves. 


All Phases of Southern Forestry Discussed 


Various phases of conservation were dis- 
cussed at an afternoon session, Thursday, under 
the auspices of the conservation committee, 
with H. M. Seaman, Houston, Tex., presiding. 

I. F. Eldredge, regional survey director, U. 
S. Forest Service, declared it is only in recent 
years that we have come to realize the signifi- 
cance of the fact that the South’s forest lands 
constitute one of its maior sources of wealth 
and employment, and rank high among the na- 
tion’s capital assets. “No land use, no natural 
resource that covers 60 percent of the land sur- 
face can safely be ignored or wasted by any 
people, no matter what their present preoccupa- 
tion. In the South particularly, forests must 
play a vital role as one of the main pillars 
upon which to build and expand an industrial 
economy we must have to offset a declining 
agriculture.” 

C. F. Evans, assistant regional forester, U. S. 
Forest Service, Atlanta, referred to wuncon- 
trolled fire as the greatest handicap to per- 
netuation of the forest stand. He reviewed the 
development of fire control. and sugeested per- 
sistence, understanding, patience and persever- 
ance; also that southern manufacturers take 
time to sell themselves to their neighbors. 

Richard W. Nelson. U. S. Forest Service 
tax economist, urged forest tax reformists to 
seek to hecome beneficiaries of a differential as- 
sessment, or partial exemption plan, or any 
other favorable modification within the frame- 
work of the general property tax, in which case 


American fiumberman 


there is assurance of protection (from upset) 
that comes from having common interests with 
other groups of property owners. 

Harry Lee Baker, Florida forester, and 
chairman of Southern State foresters, urged 
the channeling of forestry work through the 
State foresters, and in co-operation with indus- 
try and land owners. He declared ‘“Govern- 
ment regulation of timber cutting will never 
take place until the States and Federal Gov- 
ernment have helped a larger percentage of the 
landowners to solve their fire problem, until 
more equitable forest taxation laws are devised, 
and until the State and Federal Governments 
have made far greater progress in setting up 
organizations to advise and assist landowners 
with their management problems.” 

E. L. Demmon, director, Southern Forest 
Experiment Station, advised the manufacturers 
that permanent, successful forest land manage- 
ment must rest upon a sound foundation of 
knowledge, derived through forest research. In 


Organization 
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a brief summary of the many research activities 
conducted by the station, he indicated many of 
the findings that have been used to modify 
practice in southern forests, particularly in the 
field of forest stand management. 

G. D. Cook, acting assistant chief of the U. 
S. Forest Service, stated there is more honest- 
to-goodness forestry practiced in the South 
than anywhere, but there is room for more 
work. There is a need, he said, to operate the 
nant (southern forest stand) to capacity if it 
is to produce the revenue warranted. Under 
A. G. T. Moore, he declared, the manufacturers 
are definitely accomplishing something within 
the framework of the Southern Pine Associa- 
tion, but there exists a need to expand the ac- 
tivity to outside small mills which are cutting 
much timber. 

Chas. A. Gillette. Seaboard Airline railroad 
forester, told manufacturers of the work done 
by the carrier to maintain forest product ship- 
ments by encouraging forestry. 


of New SPA 


Inspection Bureau Explained 


New Orveans, La., March 29.—Grading and 
inspection functions now exercised by the 
Southern Pine Association, will be assumed by 
the autonomous Southern Pine Inspection Bu- 
reau on June 1, according to plans revealed in 
the mass meeting of southern pine manufac- 
turers held here today. Full authority to main- 
tain and rigidly enforce these regulations, even 
to revocation of license, will be vested in the 
Bureau’s board of governors. The tentative 
membership contract for the Bureau, as submit- 
ted by the SPA board of directors and which 
carries a 6 cent a thousand fee, with $25 per 
month minimum, was freely signed by manufac- 
turers during the three days’ sessions. 

In order to familiarize the southern pine 
producing industry with the Bureau’s status, the 
SPA will sponsor a series of district meetings, 
probably one in each State, during the next 
fifty days, to be followed by a culminating gen- 
eral session. In these district sessions, the 
manufacturers will be urged to join in support 
of the Bureau. 


The contract on which the Bureau is being 
launched, it was pointed out, will form a basis 
for membership. Those signing contracts within 
each State will name their representative on 
the board of governors, which will then take 
over. The responsibility for taking the initial 
step rests upon SPA, under court decree. The 
Bureau contract is similar to the agreement 
under which non-SPA subscribers enjoyed in- 
spection, except that the fee was 9 cents a 
thousand, instead of the 6 cents in the new con- 
tract. 

In opening the meeting today, President P. 
A. Bloomer, who presided, stressed the fact 
that the Government’s desire is not to injure 
the industry. He warned all manufacturers that 
‘if someone thinks he can kick this (Bureat) 
around. he will be disappointed,” referring to the 
U. S. Food & Drug Administration, the U. S. 
Weights & Measures Bureau, as a form of con- 
trol to be faced if the industry shows improvi- 
dence in setting up the regulatory Bureau. 

President Bloomer pointed out that, once 
taken over by the Government, the supervision 
of grading and inspection would not be let go, 
and, should it prove to be a mess, it would he 
“your mess.” 


Bureau Charges May Vary with Service 


Explanation of application of the decree pro- 
visions was given by J. H. Crooker, Houston, 
Tex., SPA general counsel. Provision that 
“The services and activities of said Bureau will 
be at all times available on equal terms to all 


manufacturers of southern pine lumber with- 
out favor or discrimination . . .” (See II, para- 
graph 2) he declared does not necessarily 
mean at exactly the same cost. The board of 
governors, he said, has authority to create 
classifications where substantial reasons exist 
for varying charges. He emphasized this, in 
response to an inquiry from G. P. Gammill, 
of Reynolds-Gammill Lumber Co., El Dorado, 
Ark., by stating that where one mill subscribes 
to the Bureau and sustains its activities through- 
out the year, in comparison to the occasional 
user of the facilities, there exists in jurispru- 
dence a basis for variance in charges. 

Mr. Crooker stated the Bureau could not 
require membership in any trade association, 
whereas a trade promotional association may 
require membership in the Bureau. (The new 
Southern Pine Association contract requires 
such Bureau membership. ) 

While the court decree says that a represen- 
tative shall be named on the board of governors 
from each of the eleven principal producing 
States, the failure of any one State to name 
such a member would not hinder the establish- 
ment and functioning of the Bureau by those 
who did act. Under the provisions of the 
decree, the Bureau may not contribute to trade 
organizations, but is authorized to support “any 
national organization engaged in research, pro- 
motion or co-ordination of lumber grading, 
standardization, grade marking or inspection 
rules or practices on a national basis.” This, 
presumably, would provide for participation in 
American Lumber Standards activity. 

Mills may make their Bureau payments 
through a trade association, such as the South- 
ern Pine Association, provided, however, that 
the accounts must be separately kept and open 
to Bureau inspection. 


Scope of Bureau's Authority Outlined 


In discussing the right and authority of the 
Bureau’s board of governors, emphasis was 
placed on paragraphs five and six, which say: 


“5. The said board of governors or other 
such governing body may also make and 
adopt such other rules, regulations and by- 
laws as they may deem proper from time to 
time for the regulation and conduct of the 
affairs of the Bureau and the accomplish- 
ment of its objectives and functions as herein 
set out, provided that all such rules, regula- 
tions and by-laws so adopted by the said 
board of governors may be changed or 
amended from time to time, consistent with 
the provisions of this decree, by a vote of 
two-thirds of the subscribers to the Bureau, 
each subscriber voting on the basis herein- 
before provided for (basis of actual ship- 
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ments) on election of representatives to the 
board of governors. 

“6. The matter of making and enforcing 
rules and regulations for the use of its grade- 
mark, the authorizing or withholding of such 
use, the revocation of authority for such use, 
and all other governing powers relating to 
the formulation and administration of its 
grading rules, standardization practices, and 
grade-marking and inspection services shall 
be solely by and through said Southern Pine 
Inspection Bureau and not by or through any 
other agency of said SPA, and all of such 
matters shall be so handled that fair and 
non-discriminatory treatment shall be ac- 
corded to all manufacturers of southern pine 
lumber without any requirement for joining 
any trade association.” 


The obligation of southern pine manufacturers 
to produce a satisfactory product for the trade 
is voiced in paragraph seven, which says in 
part that: “—of said Bureau, whose mills are 
able to prove their efficiency in grading and 
manufacturing according to the rules and regu- 
lations of the Bureau, and who agree to main- 
tain and thereafter do actually maintain estab- 
lished standards of size and grade—” 

Mills which produce items of scant thickness 
are provided with an escape from having these 
marked “sub-standard” under a stipulation of 
the decree which prohibits such terminology 
and, instead, requires the stamping of actual 
thickness. This has been warmly discussed in 
connection with the revision of southern pine 
grading rules. The rules committee was ada- 
mant in its position that conformance with 
American Lumber Standards required such 
“sub-standard” marking, from which the asso- 
ciation could not afford to deviate. 


Must Show No Partiality in Promotion 


The right of Bureau inspectors to speak out 
distinctly and aggressively in the interest of 
maintaining proper grades, was underwritten 
by the SPA general counsel, who quoted that 
part of Paragraph nine, saying: “—-While they 
(inspectors) may promote in proper and legal 
ways the correct specification of southern pine 
lumber and the use and interests of the south- 
ern pine species, as distinguished from any and 
all substitutes for lumber and any and all other 
species of lumber, they shall not promote or 
advance the use of lumber manufactured by 
members of or subscribers to any trade asso- 
ciation, nor shall their services be utilized in 
connection with any activity to promote the 
sale and use of the products of any individual 
manufacturer or any group or association 
thereof, nor shall they improperly discredit or 
attempt to destroy any other reputable and 
competent lumber grading and_ inspection 
agency.” In connection with standards, it was 
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pointed out, the inspectors are authorized to 
call the turn. 

In response to a question from C. C. Shep- 
pard, Clarks, La., Counsel Crooker stated that 
there existed no prohibition against payment 
of compensation to directors of the Bureau. 
He indicated the question to be one of pro- 
priety, with probably no possible objection 
against paying traveling expense and nominal 
per diem fee. 


Administrative Policies Discussed 


In reference to a question as to how many 
inspectors the Bureau could employ, and as to 
what might happen if a manufacturer whose 
moisture content failed to conform to the limit 
set up by the rules complained to the Govern- 
ment that his lumber was “just as good,” the 
counsel replied that the matter of inspectors 
was up to the board, and he referred only to 
the right of the individual inspector to speak 
up; and, as to the moisture content complainant, 
he could not answer. 

Mr. Sheppard declared he raised the ques- 
tions because it appeared that, under the new 
set-up, the southern pine manufacturers may 
not succeed in doing what they have been trying 
to do for years. 

In response to a question from Eli Wiener, 
Dallas, Tex., Counsel Crooker stated that the 
Bureau’s board of governors will determine 


_what trade associations qualify for representa- 


tion. (The decree says two years existence, 
actual trade promotion, research activity for 
two years with two-thirds of membership within 
the Bureau.) 

In respect to the inhibition in paragraph ten, 
that “no southern pine lumber shall be graded 
or inspected gratuitously or in an informal 
manner for trade promotion or educational pur- 
poses,” the counsel said this did not bar policing 
in the field, which an inspector could do, to 
see if lumber conforms to grade. To a question 
as to whether such inspections could be made 
for FHA, which lacks qualified inspectors, the 
counsel gave no categorical answer. 

G. P. Gammill, of El Dorado, Ark., active in 
recent formation of a West Side pine associa- 
tion, asked about differentiation in charees, and 
also about the fee level stipulated in the Bureau 
contract. He was told the initiation of the 
3ureau. was an obligation of the SPA, that 
manufacturers should sign the contract, partici- 
pate in Bureau activity, and bring about any 
desired changes through orderly processes. 





EvERY TENTH urban home mortgage in the 
United States was refinanced by the Home 
Owners’ Loan Corp. between 1933 and 196. 





ON ‘SCHOOL TRIP” THROUGH PLANT 








A group of salesmen from The Riechman-Crosby Co., Memphis, Tenn., recently made a "school trip" 
to the factory of Henry Disston & Sons (Inc.), Philadelphia, to learn how the feature facts of Disston 
goods are built into the products themselves. In the first row, from left to right, are: Mr. Caldwell, 
J. Pentecost, G. Cox, Walter Zeft, President S. Horace Disston; Wm. D. Disston, vice president in 
charge of purchases and sales engineering, Wm. S. Armstrong, vice president in charge of finance, and 
W. H. Gebhart, industrial sales manager. In the second row, from left to right, are: Mr. Leatherman, 
J. Barton, Mr. Hoover, "Buddy" Huston, Mr. Nolinger, and R. T. Halle. Standing in the doorway are 
Ed. Campbell and Jacob S. Disston, vice president in charge of sales. Those not identified with the 
Disston company are members of the Riechman-Crosby group. Walter Zeft, shaking hands with Presi- 
dent S. Horace Disston, is the personal representative of Richard Alcott, general manager of the 


Riechman-Crosby Co. 
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Douglas Fir 


The Structural Wood 
of 100% Dependability 


When you handle Booth-Kelly Certified 
Lumber you're protected in your buying 
and in your selling. The lumber bears the 
mark of “20”, Booth-Kelly’s pledge of 
superior quality. Builders have found that 
this “20” stock is always all right and always 
gives satisfaction. You can build good 
profitable business on the high reputation 
and consistent good quality of Booth-Kelly 
Lumber. Our Mixed Car Service helps you 
maintain well-rounded assortments’ with 
minimum investment. Let us quote on your 
needs in 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 
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“Ol’ Miss” Dealers Stage 
Well Rounded Program 


Jackson, Miss., April 1.—The fourteenth 
annual meeting of the Mississippi Retail Lum- 
ber Dealers Association was held here March 
21, and 22, with an attendance of approximately 
200 persons. 

Dealers at the meeting, feeling that the 
Mississippi Homestead Exemption Law, a defi- 
nite factor in the in- 
crease of home building 
in the State, if con- 
tinued over a period of 
approximately eight 
years, would result in 
further increased tax 
revenue equal to the 
value of the exemp- 
tions allowed. The 
association went on rec- 
ord favoring the contin- 
uation of the law and 
called upon the State 
legislature for action 
along this line. 

Coincidentally a leg- 
islative committee was 
considering reduction of ®: C. Stockett, Jackson, 
the benefits of the Act chairman of the sina 
at the time of the meet- tive committee 
ing, and copies of the 
association’s action were presented to both 
houses of the State legislature. 

The following officers and directors were 
elected for the ensuing year: 

President—G. J. Gravlee, Tupelo. 

Vice president—L. C. Gilbert, Jackson. 

Treasurer—J. M. Evans, Jackson. 

Secretary—W. M. Lockhart, Jackson. 

NRLDA Director—F. H. Cannon, Clarksdale. 

Executive Committee—R. C. “Dick” Stock- 
ett, Jackson; L. C. Gilbert, Jackson; Ben Ful- 





ton, Jackson; L. A. Graeber, Marks; and J. M. 
Thomas, Jr., Jackson. 

Directors—H. S. Prosser, McComb; H. R. 
Fitzroy, Biloxi; J. R. Perry, Vicksburg; J. 
D. Solomon, Belzoni; B. W. Norris, West 
Point; Joe Hyde, Drew; Russell Smith, Roll- 
ing Fork; Fred Temple, Meridian; H. S. Alex- 
ander, Greenville; Miss Susie B. Taylor, Como; 
W. H. McClonahan, Columbus; and Sam 
Simmons, Grenada. 

Convention committees were as follows: 
Nominations—Tom Dulaney, Ruleville; 
Murphy Thomas, Tupelo; and R. C. Stockett, 
Jackson. Resolutions—G. J. Gravlee, Tupelo; 
L. C. Gilbert, Jackson; and J. D. Lyons, Louis- 
ville. 

President F. H. Cannon outlined the asso- 
ciation’s activities during his tenure of office, 
and emphasized the importance of the FHA 
in capitalizing on the opportunities which lie 
ahead for the retail lumber dealer. 

John Kimball of the Mississippi Power & 
Light Co. discussed factors of successful selling 
as faith in self and product, knowledge of prod- 
uct, application to the job, and self-discipline. 
“The part-trained salesman is the part-time 
salesman,” he said, “falling into that 85 percent 
class of all salesmen who are satisfied with 
just getting by; not selling, but just quoting 
prices.” Mr. Kimball estimated that 80 percent 
of all sales are made by 15 percent of the sales- 
men. “Only two things keep a man from being 
a successful salesman. First, he isn’t working, 
secondly, he isn’t working right,” he said. 

K. B. Hennigan, assistant sales manager, 
Certain-teed Products Corp., discussed the bene- 
fits of advertising, and gave numerous illustra- 
tions to demonstrate what manufacturers are 
doing in the way of advertising to acquaint 
consumers with their products, as a means to 
the end of helping the retail lumber dealer. 

V. Ray Belden, United States Gypsum Co., 


Partial view of Mississippi dealers’ annual banquet. 
200 persons attended the affair given by Reid-McGee Co., Jackson 
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G. J. Gravlee, Tupelo (left), new president and 
F. H. Cannon, Clarksdale, retiring president 


outlined the material contained in two of his 
company’s publications dealing with the promo- 
tion of new construction and the securing of 
modernization business by the dealer. 

F. E. Wellman, of the AmMertcAN LuMBeErR- 
MAN, told how dealers are successfully using 
miniature model homes to close new construc- 
tion contracts. Mr. Wellman offered the opinion 
that package selling is the salvation of the re- 
tail lumber business. He told of his experience 
in attending several fiftieth anniversary conven- 
tions during the past convention season, and in 
hearing the “old guard” recount changes which 
have occurred. Problems, he said, seem to be 
the same, but methods of meeting the problems 
have changed with the coming of package sell- 
ing, which has been advocated by the AMERICAN 
LUMBERMAN for many years. 

He cited many examples of successful unit 
selling by dealers, telling how prospects were 
interested in building through the showing of 
model homes. He explained that the AMERICAN 
LUMBERMAN is sponsoring a miniature model 
home service at a reasonable cost, whereby a 
dealer mav have any house up to $7500 in value 
reproduced on a one-half inch scale to show to 
his prospective customer. These homes are not 
stock models, but are made up individually 
from the plans for any particular house sent in 
by the dealer. 

A feature of the first day was a tour of in- 
spection of new moderate cost homes in Jack- 
son. FHA officials explained the construction 
details of each of the homes. 

W. T. Pate, FHA director for Mississippi, 
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spoke on the subject “Your Association as a 
Basic Foundation of a Successful FHA Pro- 
gram in Mississippi.” Jackson, Miss. ranks sec- 
ond only to Miami, of all the southern cities, 
insofar as construction of homes of the $3000 
class is concerned, he said. He stated that 91 
percent of the wage earners in the State have 
an income under $150 per month, and that this 
is the group toward which the moderate cost 
housing program must be directed. 

Fred Bailey, Louisiana FHA director, com- 
plimented Mississippi FHA officials on the 
building record of that State, and William Jo- 





W. M. LOCKHART, J. M. EVANS, 
Jackson; Jackson; 
Secretary Treasurer 


seph of Stern-Lauer Co. commented favorably 
on Mississippi FHA insured loans, stating that 
Mississippi “paper” is being sought in the East 
due largely to the fact that there have been 
only a few foreclosures among the $20,000,000 
of loans insured by the FHA in the State. 
W. R. McGaw, FHA chief underwriter, out- 
lined the 1940 FHA program for Mississippi, 
emphasizing the revision of the loan location 





F. H. Cannon, presiding at Mississippi dealers’ 
fourteenth annual 
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schedule, particularly as to a study now being 
made in order to more properly prepare zoning 
regulations. 

At the banquet held on the evening of March 
21, about 200 dealers were the guests of J. 
Clyde McGee, vice-president and general man- 
ager of Reid-McGee Co., Jackson. Mr. McGee, 
along with E. A. Amar, National Bank of 
Commerce, New Orleans, and E. F. Longinotti, 
Union and Planters Bank and Trust Co., Mem- 
phis, represent companies and banks which 
make most of the FHA loans through Missis- 
sippi, and which work closely with dealers of 
that State. 





From left to right—E. F. Longinotti, vice pres- 

ident, Union & Planters Bank and Trust Co., Mem- 

phis; E. A. Amar, National Bank of Commerce, 

New Orleans; and J. C. McGee, vice president 

and general manager, Reid-McGee Co., Jackson, 

whose firms make a majority of FHA loans in 
Mississippi 








ANGELINA 


machinery assure highest quality production. 





Picket Fence. 


CHICAGO REPRESENTATIVES: 


JOHN H. SHOOK LUMBER COMPANY, 
110 N. Franklin St.. Chicago, Il. 
Retail and Industrial Sales 
A. E. BOATRIGHT LUMBER COMPANY, 
111 W. Washington St., Chicago, Ml. 
Railroad and Car Material 


KURTH LUMBER MFG. CO. Clarksville, Texas 


Virgin Pine and Hardwoods 


The same Sudden Service that Angelina has offered its customers 
for the past 53 years is yours today for the asking. Five modern 
mills to serve you. Latest in dry kiln equipment and milling 
Ample stocks of 
Short Leaf Pine, Oak, Gum, Ash, Cypress, Gum Veneer. Dimen- 
sion, Finish, Casing, Base, Mouldings, Oak and Maple Flooring, 
Oak and Gum Trim, Hardwood Items, Pickets, Lath, Woven Wire 


CONROE LUMBER CORPORATION, Conroe, Texas 
TEXAS OAK FLOORING CO. Dallas, Texas 


Sudden 


Service 





.. 
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Angelina County Lumber Company, Keltys, Texas 


ANGELINA HARDWOOD CO. Keltys, Texas 
TROUT CREEK LUMBER CO. Kirbyville, Texus 










FAST, COURTEOUS SERVICE BY TRUCK and TRAIN e-* 
Straight or Mixed Carload Shipments 


PAMUDO PLYWOOD ... DOORS... FRAMES 
MOULDINGS, SASH & GLASS... WALL BOARD 


LOS ANGELES, California KANSAS CITY, Kansas BALTIMORE, Maryland 
ST. PAUL, Minnesota CHICAGO, Illinois NEWARK, New Jersey 











| PACIFIC MUTUAL DOOR CO.., wasnineron 


Damudo Products ore 


WAREHOUSES 


For Orderly 
Distribution 


to the Trade 
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Advertising Stunt Accompanies 
Firm's 50th Anniversary 
Celebration 


Detroit, Micu., April 3.—Fiftieth anniversary 
of the original Chamberlin Metal Weather 
Strip patent, being observed this month by 
1400 employees of the Chamberlin Metal 
Weather Strip Company, brought John Cham- 
berlin in horse and buggy to canvass the man- 
sions that line Jefferson Avenue, swank resi- 
dential district of pre-automotive Detroit. From 
the rear of Chamberlin’s “rig” extended a 
sheaf of metallic strips which he cut to length 
and installed whenever he secured an order. 

During the past half-century, metal weather 
stripping has expanded from a one-man busi- 
ness to a national industry, Chamberlin com- 
pany alone reporting a volume the last two 


Amemcanfiimberman 


decades of more than $60,000,000, which rep- 


resents the weather stripping for 20,000,000 
windows in over a million homes. Metal 
weather stripping is unique in that it is one of 
the few products that has not undergone revo- 
lutionary change. Despite the issuance of over 
500 patents, the weather strip being installed 
today in most homes remains practically the 
same as set forth in the original patent. 





Buys 20,000 Acres of Timber 


Vancouver, B. C., March 30.—British Amer- 
ican Timber Co. (L td.) has disposed of 20,000 
acres of its Crown granted timber holdings 
north of Oyster River, in the Campbell River 
area, for a price in the neighborhood of $100,000. 
It is understood that Buck & Turner Logging 
Co. is the purchaser and will start logging 
operations there within the next two months. 








MODERN * 





BEAUTIFUL * 


“Cadwall-Philippanel” 


Solid Philippine Mahogany Wall Panelling 


A Sensational New Product That Sells On Sight 


Write for Samples and Literature 


Cadwallader-Gibson Co. Inc., 3628 E. Olympic Bivd. Los Angeles, Calif. 


ECONOMICAL 








R-B ROLL-OFF 


3 E D FOUR-ROLLER TYPE 


FOR ALL MAKES and SIZES OF TRUCKS, TRAILERS, LOADING WAGONS 


THOUSANDS of satisfied 
users are keeping their 
trucks ON THE GO. 





‘» THE R-B COMPANY 


LEE H. SHEPHERD, President M. C. SHEPHERD, Vice-President 


leliniehac-me-lils| 


FOR MORE THAN 20 YEARS R-B rollers have been shipped to thousands of 
lumbermen throughout the U.S. A. and to foreign countries under agreement 
to refund the purchase price if unsatisfactory in any way. 


NOT ONE HAS EVER BEEN RETURNED 


Our 20-year experi- 
ence is available to 
you. Write NOW for 
catalog and prices— 
or better. give us 
the make and model 
of your truck. We'll 
be glad to suggest 
the proper roller 
equipment for it. 


Euclid Ave. 


Kansas City, Mo. 


H. SCOTT SHEPHERD, Secy.-Treas. 


HEPHERD LUMBER CORPORATION 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA 


MANUFACTURERS and 
WHOLESALERS of 


Yellow Pine and Hardwoods 


Timbers, Rough and Dressed,’ up to 18x 30-40 . . . Plank 
. Dimension . . . Boards... Flooring . . . Kiln-Dried Finish 


. » « Ceilin 


. . » Siding . . . Railroad and Car Material. 


Material from both mills Grade-Marked if desired 


ADDRESS INQUIRIES TO BOX 139, MONTGOMERY, ALABAMA 
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Eastern Canadian Prices Rise on 
War Orders and Larger 
Domestic Demand 


MontreaAL, Que., April 1—With Canadian 
lumbermen anticipating a sharp upswing in 
lumber shipments to England and France during 
the coming year, coupled with increased exports 
to the United States, lumber prices on the local 
market have advanced 10 percent, and are due 
to show further gains in the near future. In 
explaining the reason for the advance in prices, 
J. S. Bock, member of the Quebec Province 
Wholesale Lumber Association, pointed to the 
comparatively small cut this past winter in view 
of increased foreign orders. “Operators were 
undecided last fall as to how much footage to 
cut, due to the Provincial elections and out- 
break of European hostilities,” he said. “With 
a stronger farm produce market this year, retail 
lumber dealers are looking for increased build- 
ing in the rural districts. The majority of 
farm homes and surrounding buildings have 
been allowed to deteriorate during the depres- 
sion, and, now that times are slightly better with 
the farmers, repairs will undoubtedly be effected 
during the spring and summer months,” he said. 
“Add to this increased home consumption, the 
larger orders that have been placed and will be 
placed by warring nations, and one can see a 
bright future for the lumber industry of Can- 
ada,” Mr. Bock pointed out. So far, the eastern 
Canada mills have received the full benefit of 
Allied war orders; Quebec, Nova Scotia and 
New Brunswick mills have supplied the bulk 
of recent timber exports to England. 





Plan Big Slash Pine Newsprint 
Plant in Tennessee 


LouisvILLr, Ky., April 1.—The Tennessee 
Valley Paper Mills (Inc.) subject to approval 
of a stock issue hy the SEC, will construct a 
$4,200,000 plant at Savannah, Tenn., for the 
manufacture of newsprint from slash pine. The 
new company, headed by former Governor Gor- 
don Browning as president, and George L. 
Barry, former senator and head International 
Printing Pressmen’s & Assistant’s Union, as 
chairman of the board, plans to utilize the 
Charles H. Herty process for converting pine 
into newsprint. 





Turpentine Marketing Program 
Aids Dealer Sell Paint 


Through the use of an expanded consumer 
advertising program, including space in leading 
national publications, the American a 
Farmers Association Cooperative, Valdosta, Ga. 
is laying stress on a “Paint Now and Save” 
campaign, in order to make the public paint 
conscious and create the desire to use quality 
materials when having a paint job done. 

In increasing the demand for paint, the AT- 
FA is also increasing the demand for pure gum 
spirits of turpentine, as a solvent and thinner for 
paints. AT-FA does not sell gum turpentine, 
but, through the association, various size cans 
bearing the association’s seal of approval have 
been designed for the use of large distributors. 
Such distributors install their own canning and 
dehydrating equipment, and carry on their can- 
ning under AT-FA supervision and inspection. 
Can purchases are pooled and secured from one 
can manufacturing company, allowing the dis- 
tributors the advantage of quantity discounts, 
yet providing each distributor lithographed cans 
bearing his firm’s name and address. The cans 
range in size from a content of a few ounces 
to five gallons. 

The modern method of selling better turpen- 
tine in cans eliminates undesirable features of 
retail distribution, and avoids spilling, spoiling, 
waste of time, and inconvenience, as well as 
providing an attractive, convenient, easy-to-stock, 
quick-selling and profitable item. 
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Venetian Blind Slats rr 
OF INCENSE CEDAR |. 


The popularity of venetian blinds has been 
influenced by continuous improvement in qual- 
ity. Slat producers have invested heavily in the 
refinement of manufacture. Venetian blinds are 
now provided with wood slats which meet every 
demand for workmanship, serviceability and 
uniformity. The Red River Lumber Co., West- 
wood, Calif., a member of the Wood for Vene- 
tians Association, as a producer of Incense 
Cedar items of this type, is among the fore- 
most firms in the industry. 

The whole “Red River” setup, for the pro- 
duction of “Paul Bunyan” venetian blind slats, 
has been developed through two years of re- 











booklet on 
manufacture of Incense Cedar Venetian 


Blind Slats 


Well-illustrated "Red River" 


search, trials and experiments based on close 
contact -with customers’ requirements, paint 
manufacturers’ research, and close study of the 
wood and the mechanical means of handling it. 
This work is continuous and the company is 
constantly engaged in working out improve- 
ments in the production, packaging, and all fac- 
tors which will help blind manufacturers in 
simplifying their production and turning out a 
superior product. 

Incense Cedar is extremely well suited for 





Incense Cedar planks, cut special thickness 
for blind-slat squares. Squares are being 
sorted to length 





Tee 


a 


(At right) 


For shipment, cars are 
cleaned, inspected, furred 
and each tier covered. 
Sealed, paper car lining 
with gum-sealed door 
is additional protection 


blind slat manufacture as it is practically free 


from oils and resins. It is elastic and strong, 


and the long fiber of its texture gives a ma- 
chine-finish, surface-free from fuzzing and with 
uniform profile edges. The kiln treatment 
equalizes moisture content, minimizes the in- 
ternal stresses, warp and twist, and permits 
precision machining. The Incense Cedar plank, 
specially sawed for various slat widths, is dried 
to specified moisture content. Planks are rip- 
ped to squares and the squares are returned to 
the kilns for final conditioning. 

The company now uses three moulders on its 
slat production line, and is installing a fourth 
machine. The moulded slats require no further 
treatment such as sanding, buffing or rolling 
before finish, paints or lacquers are applied. 
Finishing is economical in other respects as the 
priming coat is uniformly absorbed, covers well, 
and there is no grain-raising. 


Pre-Coating Important 


The company’s pre-coating is the result of a 
long experimental operation perfecting the coat- 
ing machine and the formula of the priming 
coat. At the present time over 40 percent of 
the Venetian blind slat output is pre-coated. 
The primer formula, in sealing the wood, gives 
protection from atmospheric moisture and 
changes, affords a smooth surface which re- 
quires only one top coat to finish, and a pig- 
ment content gives a good uniform color cover- 
age. 

Only Incense Cedar trees of a certain size 
and of sound quality are logged. In the mill, 
the sawyer watches for grade carefully, turning 
the log for best cuts. On down through the 
production line, the slats coming from _ the 
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moulding machines are graded and sorted, and 
any having imperfect contour or surface are re- 


jected. After the slats have been manufac- 
tured and seasoned, they are stored in dry, tight 
rooms until shipped. In shipping, the freight 
cars are always carefully cleaned and inspected, 
all cars are furred, each tier of slats is covered 
with paper, and the car itself has a sealed paper 
lining, with gum-sealed door. 

If the slats are to be reshipped, or if they 
are to be stored where dust or smoke can get 
to them, the sealed package is recommended, so 
that the slats may reach the user as clean 
and unmarred as when they come from the 
production line. End labels display width and 
length in large figures, easily visible for tally- 
ing. The “Paul Bunyan” sealed package is 
bound with colored gummed tape, each grade 
having its distinct color, another convenience 
for checking inventory. 

The complete story of the manufacture of 
Incense Cedar venetian blind slats at the Red 
River Lumber Co. plant is told in a well illus- 
trated booklet now being sent by the company 
on request. Emphasis is placed on the fact 
that the true Venetian blind is made of wood, 
which combines the necessary qualities for sat- 
isfactory performance. Wood, as a non-con- 
ductor of heat, catches and disperses the light 
of the sun without radiating the sun’s heat: 
combines elasticity and strength with soft tex- 
ture, so that the inflow of air can be regulated 
without noisy clashing; blends with wood-trim 
and furniture of the home to give decorative 
harmony. 





Slats coming from moulding machines being 
graded and sorted. Any imperfection of 


contour or surface means rejection 





SPECIAL 
SERVICE 
e LINE 


CONTAINING 


FAST- SELLING 
82 PATTERNS 


from the famous 


PEACOCK —« 
AND G Q pF 


@o* 0” WALL 
PAPER LINES 


Ideal for LUMBER DEALERS. 
Write us for samples and prices. 


LENNON 
WALL PAPER CO. 
Joliet, Illinois 












CALBAR 
CAULKING 
COMPOUND 


FOR ASBESTOS 
SHINGLE SIDING 
It is necessary to seal Nail Holes, Cor- 
ners and Openings around Windows 
and Doors in order to provide a rea 
Waterproof Job—Use CALBAR 
COMPOUND. 

Asbestos Shingle Siding usually requires a 
brilliant White color or brilliant Light Gray, 
other colors can also be furnished. Made in 
several Grades, easily applied with Calbar 
Pressure Gun. 


Send for information or order thru your Jobber. 
CALBAR Paint & Varnish Co. 


Manufacturers of Technical Products 
2612-26 N. MARTHA ST. - PHILADELPHIA, PA. 
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lly 
CAULKING 


Gives Siding Jobs Improved 
Protection and Appearance 





On every Asbestos 
Siding job, where ap- 
pearance is_ essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
tection, by using indi- 
vidual zine corner strips. . . . Made of 
oxidized zinc ... will not stain. Lengths 
suitable for any Absestos Siding Shingle. 
For complete details write 












DOUBLE GRIP BRASS CLIP CO. 
211 S. Main Street Kokomo, Ind. 
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What Associations Are 
Planning and Doing 


Meetings to Be Held 


April 8-10—Lumbermen’s Association of 
Fort Worth, Tex. Annual. 


April 9—Roofer Manufacturers’ Association, Hotel 
Dempsey, Macon, Ga. 


April 11-12—Arkansas Association of Lumber Deal- 
ers, Marion Hotel, Little Rock, Ark. Annual. 

Auril 12—Northern Pine Manufacturers’ Associa - 
tion, 900 First National - Soo Line Building, 
Minneapolis, Minn. Annual. 


April 17-18—Southern Hardwood Producers, (Inc.), 
Hotel Heidelberg, Baton Rouge, La. Annual. 


May 4-12—National House and Garden Exposition, 
Coliseum, Chicago. Annual home show. 


May 5-7—National Retail Lumber Dealers’ Asso- 
ciation, Shoreham Hotel, Washington, D. C. 
Annual meeting of Board of Directors. 


May 14-15—Associated Cooperage Industries of 
America (Inc.), Jefferson Hotel, St. Louis, Mo. 
25th Annual. 

May 19-25—Producers Council; American Institute 
of Architects, Louisville, Ky. Annual meetings. 

June 4-5—National-American Wholesale Lumber 
Association, Westchester Country Club, Rye, 
N. Y. Annual. 

June 13-14—National Association of Commission 
Lumber Salesmen, Brown Hotel. Louisville. Ky. 


Texas, 








Northern Pine Annual Dated 


MINNEAPOLIS, Minn., April 3.—The annual 
meeting of the Northern Pine Manufacturers 
Association will be held 2:30 Friday afternoon, 
April 12, at 900 First National-Soo Line Build- 
ing, here, for the election of directors and com- 
mittees and receiving reports of officers and 
committees. The new directors will then meet 
to choose officers. 





Heads Intercoastal Distributors 


Boston, Mass., April 1.—At the annual 
meeting of the Intercoastal Lumber Distribu- 
tors Association, held late in January, W. Scott 
Blanchard, of the local 
office of Blanchard 
Lumber Co. was 
chosen chairman for the 
current year. At the 
time, Mr. Blanchard 
was on a business visit 








H. M. VIVIAN, 
Wilkes-Barre, Pa.; 
Chairman of Inter- 
coastal Distributors 





to the West Coast 
mills, and upon his re- 
turn expressed his re- 
gret that he would be 
unable to serve. To fill 
this vacancy, H. M. 
Vivian, of the North 
Branch Lumber Co., 
Wilkes-Barre, Pa., was 
the unanimous. choice 
of the directors. He moves 


up from the 
office of first vice chairman, to which he was 
elected at the January meeting. 





Wholesale Groups to Meet to 
Prepare Wage-Hour Data 


New York, N. Y., April 1.—Announcement 
has been made of a meeting of wholesale dis- 
tributors, representing varied industries, includ- 
ing lumber, to be held here April 9, at the 
Hotel Pennsylvania, under auspices of the 
Council of National Wholesale Associations, 
to complete preparations for the presentation 





of evidence at a public hearing the following 
day, at which relief will be sought for Fed- 
eral Wage-Hour Law _ requirements upon 
wholesale service trades which are held to be 
disruptive or too costly. 





To Promote Redwood Sales 


San Francisco, CA.tir., March 30.—The 
latest addition to the staff of the California 
Redwood Association is Harrison Wilson. His 
principal job will be 
the handling of sales 
promotion activities in 
connection with specifi- 
cations and certified dry 
grades of redwood lum- 
ber. He will call on 
and work with archi- 





HARRISON WILSON, 
San Francisco; 
Joins California 

Redwood Association 





tects, contractors and 
lumber dealers in the 
San Francisco and East 
Bay territories. Mr. 
Wilson is qualified for 
this type of work as he 
studied architecture at 
Pratt Institute in 
Brooklyn. 

After practicing architecture for a time, Mr. 
Wilson devoted his energies to design and sales 
promotion in the home equipment field in which 
he has served in managerial posts with several 
nationally known home equipment firms. 





History of Buffalo Lumber Group 
Recited for Members 


Burrato, N. Y., April 1—At the weekly 
luncheon of the Buffalo Lumber Exchange, 
March 15, a talk on the early history of the 
organization and of the lumber industry in the 
city was given by Henry I. George, who was 
its president in 1926. 





Organize New Jersey Association of 
Wholesale Roofing and Supply 


Houses 


Newark, N. J., April 1—In a move to com- 
bat “certain unethical practices” and _ sustain 
the “integrity and honesty of those engaged 
in selling and supplying building materials” for 
repairs under FHA loans, representatives of 14 
firms, at a meeting in the Hotel Douglas, here, 
on March 28, organized the New Jersey Asso- 
ciation of Wholesale Roofing and Supply 
Houses. Specific abuses between some con- 
tractors and home or building owners operating 
under the FHA’s modernization program were 
discussed at the meeting, as were steps to curb 
unethical practices. An adopted code states: 

“It shall be the intent and purpose of this 
association to consider the contractor or dealer 
not only as principals in connection with any 
contractual agreements, but also each and every 
one of its salesmen and representatives shall be 
responsible for the individuals that make up the 
organization, 

“It shall be the policy of this association to 
discourage approved financial institutions from 
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taking paper submitted by individual contrac- 
tors or dealers. 

“It shall be the policy of this association that 
its members shall have the financing institutions 
get an individual report from an approved 
credit reporting agency in connection with each 
application tendered. The secretary shall have 
a list of credit information on all members.” 





Empire State Salesmen Hold Annual 
Dinner and Election 


RocHEster, N. Y., April 1.—The Empire 
State Lumber Salesmen’s Association, with 
headquarters in this city—which is said by its 
officers to be the oldest continuously active 
association in the United States, having been 
formed in 1910—held its annual meeting on 
March 14, at the Utica Hotel, Utica, N. Y.., 
with about sixty members present. The meet- 
ing was preceded by a dinner, followed by 
election of officers and other business. 

Succeeding the retiring president, Frank 
Peale, Utica; Arthur B. Morgan, Jr., Roches- 
ter, Rice & Iockwood Lumber Co., was elected 
president for the ensuing year. Other officers 
elected were: 

First vice president—R. M. Bardin, Johnson 
& Wimsatt Lumber Co., Schenectady. 

Second vice president—Fred C. Weber, Iro- 
quois Millwork Co., Albany. 


Secretary-treasurer (re-elected) — Howard. 


W. Dinkel, W. M. Ritter Lumber Co., Roches- 
ter. 

Directors—Jay Myers, Blount Lumber Co., 
Oswego; Walter Maloney, Plunkett-Webster 








H. W. DINKEL, 
Rochester, N. Y.; 
Secretary 


A. B. MORGAN JR., 
Rochester, N. Y.; 
President 


Lumber Co., Schenectady; L. C. Croft, Iro- 
quois Door Co., Syracuse; Robert Lee Duvall, 
Gibson Door Co., Utica. 


Following the election there was a discussion 
of business prospects for the current year, 
which, it was generally felt, pointed to a better 
volume than that of last year. 

It was decided to hold the annual outing 
scheduled for next June, in Rochester, instead 
of Syracuse where it has been held for the 
past several years. 





Form New Four-State Association of 
Small Mill Operators 


Litre Rock, Arx., April 3.—Organization 
of the West Side Lumber Association, a trade 
group composed of several hundred small lum- 
ber mill operators in Arkansas, Louisiana, 
Texas and Oklahoma, with headquarters in 
Little Rock, has been announced. Officers of 
the association are: 

G. P. Gammill, El Dorado, vice president 
and general manager Reynolds-Gammill Lum- 
ber Co., president; J. Walter Williams, Kings- 
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land, Anthony Williams Lumber Co., vice 
president, and W. W. Findley, Little Rock 
public accountant, secretary-treasurer and 
manager. 

These officials, with W. F. Sturgis, Hensley ; 
Garland Anthony, Bearden; R. L. Payne, Mal- 
vern; Smith Foster, Emerson, Jack Williams, 
Sheridan, and Ed Graves, Camden, compose the 
board of governors. 

The association, Mr. Findley stated, was 
formed for the purpose of representing small 
lumber mill operators in the four States in 
connection with the Federal Fair Labor Stand- 
ards Act, National Labor Relations Act and 
others; and with the State in matters relating 
to labor conditions, mill operations, use of high- 
ways by logging and lumber trucks, and legis- 
lation which may affect the lumber industry. 

Officials stated that the Arkansas member- 
ship of approximately 75 individuals and com- 
panies manufactures about 600,000,000 feet of 
lumber annually. 





British Columbia Industry Finds Its 
War Council Helpful 


Vancouver, B. C., March 30.—How the prob- 
lems of war are being met by British Columbia’s 
biggest export industry was revealed when 
James G. Robson, president B. C. Lumber & 
Shingle Manufacturers’ Association, presented 
his report to its annual meeting. 

Mr. Robson told how the association had 
formed a special war council to deal with con- 
fidential matters affecting the trade, and he 
said that the wisdom of this move had been 
amply demonstrated. 

Mr. Robson was re-elected to the presidency, 
a post which he has now held for six years. 
H. J. Mackin is first vice president, and J. O. 
Cameron, of Victoria, second vice president. 
The directors are R. B. Cherry, C. J. Culter, 
B. M. Farris, J. A. Humbird, G. R. Hackett, 
A. R. Leitch, F. C. Manning, J. H. McDonald, 
A. R. Macfarlane, H. R. Pendleton. 





Californians Elect President of 
State Dealer Association 


Fresno, Cauir., April 1—At the annual meet- 
ing of the California Retail Lumbermen’s Asso- 
ciation here, March 23, Ray Clotfelter of the 
W. R. Spaulding Lumber Co., Visalia, was 
elected president, and F. Dean Prescott of the 
Valley Lumber Co., Fresno, was elected NRL 
DA director from California. The selection of 
a new secretary-treasurer will be made by pres- 
ident Clotfelder. He succeeds J. W. Fisher 
of Santa Monica as executive officer of the 
organization. 

The annual meeting of the Southern California 
Retail Lumber Association, one of the two 
regional groups making up the State body, 
will be held at Los Angeles, April 13, where 
an organization meeting of the board of direc- 
tors will take place. 





Adds to ‘Avenue of Grants'' 


SACRAMENTO, CALIF., March 30—The expen- 
diture of $30,000 was recently authorized by 
the State park finance board, to bring the 
Avenue of the Giants, a 400 acre Humboldt 
County tract of redwood trees, into the Cali- 
fornia park system. The tract wil] be pur- 
chased from The Pacific Lumber Co., of 
Scotia. 





Furniture Market Date 
Announced 


Los ANGELES, CALIF., March 2.—The Los An- 
geles Furniture Mart has announced that its 
summer market will be from July 22-27. This 
period was an almost unanimous choice in the 
poll of the exhibitors of the building. 


59 








Make More 
Money with 


MIAMI 


Bathroom Cabinets 
and Accessories 

















IAMI — today’s outstanding 

leader in the Bathroom Cab- 
inet and Accessory field—has built 
profitable busines; for dealers, 


With over 140 MIAMI models... 


nationally advertised . . . you can 


meet all bathroom cabinet and 


accessory requirements. Get your 


share of this expanding business. 


Write Dept. AL for catalog. 


MIAMI CABINET DIVISION 


The Philip Carey Company 


MIDDLETOWN, OHIO 


MODEL 2010 


Gothic Top Model 
with Stainless Steel 
framed, all - mirror 
door. A _ popular 
priced model par- 
ticularly recom- 
mended for bath- 
rooms with chro- 
mium plated fix- 
tures where the 
budget does not 
permit higher 
priced models. 


MODEL 405 


Full-mirror door 
designed for the 
moderate priced 
home. Mirror at- 
tached to door with 
stainless steel mir- 
ror clips. 




















60 j 


iT Dares 
COMPARISON 


HANGER ATTACHED 





: NOTE REINFORCEMENT 
TO INSIDE OF DOOR OF HANGER 

Put FRANTZ “Giide” track and door hang- 
ers up against any other type on the market, 
and you'll see why FRAN T Z gives you the 
“edge” on competition and puts “more pow- 
er” behind your selling efforts. 


“Glide” combines both track and watershed 
in one piece....is absolutely bird- proof and 
waterproof....has telescope joints providing 
a smooth, continuous track, and is easily in- 
stalled without brackets. These features, and 
many more, plus all-round ruggedness and 
high quality, create ready sales ata generous 
profit, insure customer satisfaction, and en- 
courage repeat business. Write today. 


FRANTZ MANUFACTURING CO. 
STERLING, ILLINOIS 


FRANTZ 
Geuarapated BUILDWARE 









™ ALAMOGORDO, NEW MEXIC 
1% Billion Feet 
of Choice Timber 


You and your customers 
will be well pleased 
with the choice lumber 
products of this modern 
mill. Fine Ponderosa 
Pine, soft-textured, even- 
grained, easily work- 
able. High-altitude Fir, 
especially suited to con- 
struction work Quality 
Box Shooks and Crates. 
Up-to-the-minute  preci- 
sion machines and ad- 
vanced manufacturing 
methods 


42 Years’ Service 
to Lumber Trade 








We will appreciate your inquir- 
ies and orders. Address South- 
west Lumber Co., Alamogordo, 
New Mexico. Write us today. 
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If You Obtain Business in Illinois 
Read This! Here’s a Tax Problem 


April 1, 1940, the revision of Article 5 of 
the Illinois Retailers’ Occupation Tax Act 
hecame effective. This section has to do with 
Interstate Commerce. The State of Illinois, 
Department of Finance, reserves the right to 
pass on each question regarding interstate com- 
merce as and when such questions arise. With- 
out prejudice to the right thus reserved, the 
following principles, however, shall govern: 


Sales of Property Originating in Illinois 


Where tangible personal property is located 
within the State at the time of sale, and does 
not leave the State as a result of the terms of 
the sale, the sale is subject to the Retailers’ 
Occupation Tax Act, irrespective of where the 
parties to the contract to sell are located or 
the place where the contract was made or the 
purchase price paid. It is immaterial that the 
purchaser may, subsequent to the sale, transport 
the property out of the State or use it in the 
conduct of interstate commerce. 

The tax does not extend to gross receipts 
from sales in which the seller is obligated un- 
der the terms of the agreement to make 
physical delivery of the goods sold from a 
point in. the State to a point outside the 
State not to be returned to a point within 
the State. Nor does the tax apply to receipts 
from a sale where the seller, by carrier or mail, 
delivers the goods sold from a point within the 
State to a point outside the State on order 
of the buyer not to be returned to a point 
within the State. It is immaterial whether 
the goods are sold f.o.b. origin or f.o.b. des- 
tination. To establish that receipts from any 
sale are exempt because the tangible personal 
property is delivered to a point outside the 
State, the seller will be required to retain 
records of proof supporting deductions taken 
from his tax returns. The most acceptable 
proof will be: 

A waybill, or bill of lading made out to the 
seller’s order and calling for delivery, or; 

An insurance receipt or registry issued by 
the United States Postal Department, or a Post 
Office Department receipt Form 3817, or; 

A trip sheet signed by the seller’s delivery 
agent and showing the signature and address 
of the person outside the State who received 
the goods. 


Sales of Property Originating in 
Other States 


Tax liability under the Retailers’ Occupa- 
tion Tax Act is incurred when sales at retail 
are made in this State, even though the prop- 
erty sold is transported directly to the buyer 
from a point outside this State, whenever the 
seller is engaged in the business of selling 
tangible personal property in this State, and 
whenever possession of such property is trans- 
ferred to the buyer in Illinois. It is imma- 
terial whether the purchase or contract pre- 
cedes or follows the interstate shipment, or 
whether the shipment is made f.o.b. point of 
origin or f.o.b. destination. Contracts or agree- 
ments purporting to require shipments of the 
property sold from points outside of Illinois or 
transfers of possession of such property out- 
side of Illinois will not operate to exempt sell- 
ers where the tax would otherwise apply. 

The revision of Article 5, Illinois Retailers’ 
Occupation Tax Act, was based upon a decision 
of the Supreme Court of the United States, 
Jan. 29, 1940, in the case of McGoldrick vs. 
Berwind-White Coal Mining Co. The revised 
Article 5 became effective April 1, 1940, but 
does not affect bona fide written contracts or 
agreements entered into prior to Jan. 29, 1940. 


Contracts entered into after Jan. 29, 1940, are 
subject to the Act because the decision of the 
Supreme Court was available to the public on 
that date. 

To clarify some of the terms of this Act the 
following specific examples are given: 


Defines when a seller is taxable. A seller 
who is engaged in the business of selling tangi- 
ble personal property in the State of Illinois 
and who makes sales of such tangible personal 
property in the State of Illinois for use or 
consumption will be subject to the Retailers’ 
Occupation Tax. The tax is only incurred 
when goods are construed to be sold for use 
or consumption, in which case the seller is 
liable for the tax. A contractor is held to be 
a consumer or user because he transforms the 
tangible personal property into real property 
when erecting a building. 


Defines term, "doing business in Illinois." 
An out-of-State manufacturer or wholesaler is 
deemed to be doing business in Illinois if he 
has a salesman periodically calling on the trade 
in the territory, or uses commission brokers, or 
has a sales office, or warehouse in Illinois. 
Out-of-State manufacturers or wholesalers who 
use only advertising, or mail to solicit busi- 
ness within the State of Illinois are not subject 
to tax under the Illinois Retailers’ Occupation 
Tax Act. 


Illinois dealer sells Illinois contractor. 
If a lumber dealer in Illinois sells lumber to 
a general contractor, or sub-contractor acting 
for a general contractor, in Illinois for the 
purpose of erecting a building, the lumber dealer 
is subject to a 3 percent tax on the gross re- 
ceipts of this sale. 


Illinois dealer sells out-of-State contractor. 
If a lumber dealer in Illinois sells and trans- 
ports lumber to a contractor in another State 
for the purpose of erecting a building in an- 
other State, then the gross receipts of this sale 
are not subject to the Illinois tax. 


Out-of-State dealer sells Illinois con- 


tractor. If a lumber dealer in another State 
who is deemed to be doing business in Illinois 
as explained in paragraph above, sells lumber 
to an Illinois contractor for the purpose of 
erecting a building in Illinois, then the lumber 
dealer in the other State is liable for the tax 
under the Illinois Retailers’ Occupational 
Tax Act. 


Manufacturer or wholesaler sells Illinois 


dealer. If an Illinois manufacturer or whole- 
saler of lumber sells lumber to an_ Illinois 
dealer and that dealer resells the lumber to a 
contractor, the Illinois manufacturer or whole- 
saler pays no tax, but the lumber dealer does. 


Selling Illinois dealer who contracts. 
If, however, an Illinois manufacturer or whole- 
saler of lumber sells lumber to an _ Illinois 
lumber dealer, and that lumber dealer acts as 
general contractor in building a house for a 
customer, then the tax on the lumber, sold by 
the manufacturer or wholesaler, that was used 
in the house, is payable by the manufacturer, 
or wholesaler, not the lumber dealer. 


Selling Illinois dealer who builds on spec- 


ulation. If a manufacturer or wholesaler sells 
lumber to an Illinois dealer and the Illinois 
dealer builds himself a house, or has a house 
built on speculation, or builds houses for sale, 
then the Illinois dealer is liable for the tax 
and not the manufacturer or wholesaler, for 
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the dealer is then in the position of having sold 
to the contractor for use and consumption. 


Illinois manufacturer or wholesaler sells 
out-of-State dealer. If an Illinois manufac- 
turer or wholesaler sells and ships lumber out 
of the State to a lumber dealer out of the 
State, and the lumber sold stays out of the 
State of Illinois, then regardless of whether 
the lumber dealer resells to a contractor or 
does his own contracting, there is no liability 
for tax under the Illinois Retailers’ Occupation 
Tax Act. 


Out-of-State manufacturer or wholesaler 


does business in Illinois. In the case of an 
out-of-State manufacturer or wholesaler ship- 
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ping lumber into the State of Illinois, precisely 
the same set of rules governs as applies to the 
Illinois manufacturer or wholesaler, provided 
the out-of-State manufacturer or wholesaler is 
doing business in Illinois. 

The above interpretation is general and is 
given as a guide and not as law. Where dif- 
ferent and peculiar arrangements exist only 
the Department of Finance, State of Illinois, 
can make rulings. If a ruling is desired as to 
whether or not the gross receipts from a sale 
are exempt under the Act because of interstate 
commerce, the Department will make such 
ruling provided there are submitted all of the 
facts surrounding the transaction, copies of 
pertinent contracts of sale and other relevant 
data. 





NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


WasHINGTON, D. C., April 1.—lollowing is the National Lumber Manufacturers’ Association’s 
report for two weeks ended March 23, 1940, and for twelve weeks ended that date, covering mills 
whose statistics for both 1940 and 1939 are available, and percentage comparisons with statistics 
of identical mills for the corresponding periodof 1939: 


Av. No. Per- ; Per- Per- 
Mills Production cent Shipments cent Orders cent 
TWO WEEKS: Rpteg. 1940 of 1939 1940 of 1939 1940 of 1939 


Total Softwoods .. 413 410,080,000 120 





Total Hardwoods.. 89 17,570,000 108 
Total Lumber ..... 485 427,650,000 119 
Total Flooring .... 80 18,201,000 122 
TWELVE WEEKS: 

Total Softwoods.... 413 2,194,238,000 112 .- 
Total Hardwoods... 88 110,015,000 104 
Total Lumber...... 483 2,304,253,000 112 
Total Flooring..... 80 102,613,000 114 


425,814,000 112 
16,785,000 93 


434,589,000 110 
16,913,000 99 


442,599,000 112 45 
18,589,000 113 1 


1,502,000 109 
8,498,000 127 





2,333,829,000 107 2,418,678,000 111 
104,009,000 101 105,031,000 103 
2,437,838,000 106 2,523,709,000 111 
95,577,000 107 128,076,000 126 





RELATION OF 


UNFILLED ORDERS TO STOCKS 


Wasuncton, D. C., April 1—Following is statement of seven groups of identical mills of 
unfilled orders and gross stock footage on March 23: 


No. of Mills 


Unfilled Orders 
940 1939 


Gross Stocks 
40 193 





Reporting 
Total SettwoeGe®  .....ccccees 414 781,100,000 604,381,000 3,533,733,000 3,590,591,000 
TOtal HAPAWOOCGR® ..cccccescs 84 55,516,000 50,929,000 353,994,000 386,357,000 
SS BI v6 oo os 5 5 ose eee 183 836,616,000 655,310,000 3,887,727,000 3,976,948,000 
Hardwood Flooring .......... 89 83,596,000 76,232,000 100,022,000 112,804,000 


*Of Northern mills, 15 reported on softwood, 


stocks. 


16 on hardwood unfilled orders; 17 mills on 





Southern Pine Statistics 


|Special telegram to AMERICAN LuUMRBERMAN) 
New Or.eans, La., April 3.—Following is 
a summary of reports from southern pine mills 
for two weeks ended March 30: 


Average weekly number of mills, 129 
Units, 107 


Two Weeks 
Three-year average production*... 64,632,000 
PGCGRE DEOGUECION «ccc cccccceses 65,403,000 
PEPIN ahaa. vin. o. :eieis.c10 eisilacee a wierwwane 68,208,000 
Pen PORNOOE, 6.6.28 ka wiseisawewases 62,647,000 


Number of mills, 119, Units,+ 100 


On March 30, 1940 
RIURIONGG: GHPUIOEE oo oe ov do 00s seers wees 66,449,000 
SI WOE ok 5 ooh ce av aicc owes ers 403,392,000 


*Oct. 26, 1936, to Oct. 28, 1939. 


TUnit is 304,000 feet of “3-year average” 
production. 


Western Pine Summary 


PorTLAND, Ore., April 1.—The Western 
Pine Association reports as follows on operation 
of identical Inland Empire and California mills 
during the two weeks ended March 23: 


Report of an Average of 109 Mills: 
Total for 2 weeks ended 

Mar. 23, 1940 Mar. 25, 1939 
119,149,000 88,486,000 
Shipments: ...... 137,944,000 109,419,000 
Orders Received... 137,396,000 110,135,000 

Report of 108 Identical Mills: 
Mar. 23, 1940 Mar. 25, 1939 
Unfilled orders... 227,661,000 157,850,000 
Gross stockKs ....1,429,952,000 1,422,579,000 

Report of 108 Identical Mills: 
c——Total for Year——_——_, 

1940 


1939 
560,009,000 448,523,000 
744,301,000 


682,615,000 
755,965,000 628,252,000 


Production 


Production ...... 
Shipments ....... 
Orders 


Appalachian Shipments Were 
Heavy in February 


Cincinnati, Ono, April 1—Appalachian 
February production and shipments, per band 
mill unit, were heavier than in January, while 
sales showed an insignificant decline. Production 
continued behind both sales and shipments. Un- 
filled orders, due to active shipments, which were 
at a three months’ peak, shrank 6 percent. End- 
of-month unsold stocks, per band mill unit, were 
practically identical with the Jan. 31 average. The 
current barometer of the Appalachian Hard- 
wood Manufacturers (Inc.) summarizes the 
February performance of 67 band mill units, as 
compared to 63 in January. Production, 19,929,- 
000 feet in February and 17,389,000 feet in Janu- 
ary; sales, 22,370,000 feet, against 21,454,000 
feet; shipments, 24,160,000 feet, against 20,755,- 
000 feet. Unfilled orders at the end of the 
month were 27,295,000 feet, against 27,661,000 
feet on Jan. 31. 





Two New Plants Started 


VANCOUVER, WasH., March 30.—The new 
all-electric Stebco Lumber Co. plant just com- 
pleted here Wednesday, started operation of its 
planing mill and is now turning out about 
60,000 feet daily. A. E. Stebinger, president of 
the concern, said he expected to start a night 
shift working within a short time. 

The Vancouver Sash & Door Co., another new 
concern, also began operating this week on a 
limited basis, turning out about 1,000 doors a 
week. He said that difficulty in getting water 
shipment of lumber required for the plant’s op- 
erations is holding down the plant’s production. 


6! 





Whether “wild,” raised grain or hairline checking 
causes those headaches, you can now relieve the 
“pain”-- strengthen your service and profit position 
_.and cash in on the swing to both regular and 
“DRI-BILT” plywood con- 
struction. 


Prescribe FIRZITE .. . 


The Superior Prefinisher 
for FIR PLYWOOD! 





FREE “‘Firzited’’ panel -- yours ees % 5] 
for the asking -- speaks forit- | H 
self, shows why FIRZITE pro- , ! 
duces finer finished effects. . 
Send for one and let us show ican stipe eee 
you how to make additional FIRZITE in use: (1) 
profits inan untouched market, Fir panel; (2) one 
coat FIRZITE; (3) 
enamel undercoat; 


(4) eggshell finish. 


Send Coupon for Full 
Facts on FIR ZITE 


BREINIG 


HOBOKEN 






This Coupon Gets You ua FREE “ Firzited ” Panel! 


ADDRESS .....--+--ee% sclc'eielee 


CITY & STATE.......-eeeee sds wha ceianeaegb eae 





UF Ee TOUR SALE 






DAYLIGHT-CLEAR TRANSPARENT 
DURABLE GLASS SUBSTITUTE 


NEW SALES.. 
AT A GOOD PROFIT! 


Here’s the amazing new glassy material that’s 
fast becoming the leading seller! You make 
extra sales with R-V-LITE VITAPANE 
because it can be used in many 
places where ordinary substitutes 
cannot be used. R-V-LIT 
VITAPANE is madeby anexclu- 
sive process. 

No gum, wax, or paraffin. Odor- 
less, greaseless. Does not stick, 
discolor or become brittle. 
Really transparent! 
Comes in rolls 36-inches 
wide, 50-ft. long. Your custo- 
mers are GUARANTEED 
SATISFACTION! 


SUGGEST R-V-LITE VITAPANE 
AND WATCH SALES SOAR! 


WRITE FOR MONEY-MAKING DEALER PROPOSITION 
... AND FREE SAMPLE! 





JOBBERS! 
Some territor- 
ies still open. 
Write today. 


Giant sample 
and all facts 
by returnmail. 


















ARVEY CORPORATION 


R-V-LITE 








62 


* 
¥ 

















SPECIFY 


THIS NEW 


142 FT. SASH BALANCE 


FOR FASTER INSTALLATION 


Lower Cost 
of Machining Frames 


@You will save both time and money with 
this improved Caldwell Type 142 FT. Sash 
Balance, expressly built for prefit windows. 
Check these 6 important features: 1. COM- 
PACT: Face 7/3”, depth 3”. 2. DURABLE: 
All material 1/16” steel, treated with rust- 
resisting metallic lacquer. 3. POWERFUL: 
Meets requirements of all _ residential 
windows using 1 or 2 balances per sash. 
4. EASILY INSTALLED: Fiat top, only one 
screw driven. 5. KINK-PROOF: Special 
C. R. Steel Tape. 6. ENCLOSED MECH- 
ANISM: All working parts completely en- 
closed. 


You will find that it pays to specify Cald- 
well Balances for every make of window. 


CALDWELL 
Sash Balances 


The Caldwell Manufacturing Company 
Rochester, N. Y. 
* SNORE x 





























Wedonot make the Most 
Oak Flooring, but we Do 
make the BEST 


p Piatt 


OAK FLOORING 


~CAREFULLY SELECTED LUMBER- 
~PROPERLY KILN DRIED-- 
-PRECISION MACHINED -- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W. R. WRAPE STAVE COMPANY 
Post Office Box 182 
LITTLE ROCK, ARKANSAS 
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3-Point Program Promotes Package Sales 


The Philip Carey Co., Lockland, Cincinnati, 
Ohio, is now offering a brand new home build- 
ing service for dealers designed to simplify and 
speed up “packaged” home sales. The three- 
point program includes the Carey edition of 
Bildcost Homes, designed by well-known archi- 
tects and introduced to the public in Better 


These Two Booklets 
Are Parts of Service 
Designed to Aid 
Dealers to Simplify 
and Speed Up the 
Merchandising of 
Home as Package 
at a Definite Cost. 


Homes & Gardens. Complete working draw- 
ings and specifications of these homes are avail- 
able for a nominal sum. 

Carey Low Cost Houses, designed to appeal 
to America’s biggest home market, are made 
up of architecturally correct plans, enabling the 


dealer to sell a well built, fully insulated home 
for around $25 a month on FHA terms. 

The third part of the Carey program is a 
cost-finding service for dealers which enables 
the dealer to quote definite costs on any home 
in either the Bildcost or Carey low cost group, 
regardless of where the home is to be built. 


EDITION OF 


BILDOS! 
HOMES 


as published in 


BETTER HOMES 
& GARDENS 





nok 


a ccccndiaetttte 


The Carey packaged homes include a range of 
plans, meeting every need from $2500 to $10,- 
000 and up. Details of Carey Home Building 
Service and folders on Carey Bildcost homes 
and low cost houses are available from Dep’t. 11 
of the company. 


Among the Lumbermen’s Clubs 


FHA Widens Opportunities for 
Oak Flooring 


MEMPHIS, TENN., April 4.—The Lumber- 
men’s Club of Memphis was advised by Ralph 
E. Hill, chairman of its trade promotion com- 
mittee and secretary of the National Oak Floor- 
ing Manufacturers Association, that the United 
States Housing Authority has agreed to change 
its specifications on flooring going into Federal 
housing projects from No. 1 to No. 2 com- 
mon. This, Mr. Hill said, would make possi- 
ble bidding on 64,000,000 feet of flooring for 
jobs on which other products would have had 
to be used. Harry A. Wellford, club presi- 
dent, presided. 





Hoo-Hoo Club of Twin Cities Has 
Interesting Programs Ahead 


St. Pau, MINN., April 3.—At the next 
meeting of the Twin Cities Hoo-Hoo club, to 
be held at the Hotel Lowry, here, the evening 
of April 18, color movies of big game and 
duck hunting in Canada, and of quail hunting 
in Missouri, will be shown. 

It was announced at the last meeting of the 
club, held in the Hotel Radisson, Minneapolis, 
that St. Paul and Minneapolis lumber dealers 
will be rivals in a radio quiz program to be 
broadcast by station WCCO April 29. W. M. 
Wattson of Hoo-Hoo is in charge of the 
program. 

The recent session of the organization was 


enlivened by a “debate” between Kingsley Day 
of the South Side (Minneapolis) Lumber Co. 
and E. H. Broughton of the Krueger-Brough- 
ton Lumber Co., on the wholesaler-retailer 
question. Mr. Day told “What I Think of the 
Wholesale Lumberman,” while Mr. Broughton 
detailed his opinion of the retailer. Fred Pes- 
chau, F. H. Peschau Co., refereed the verbal 
bout. Mr. Day proposed that the Hoo-Hoo 
club sponsor a code of ethics fair to both re- 
tailers and wholesalers, a suggestion which won 
the hearty support of his opponent. 





Movies Shown at Hoo-Hoo Meet 


3ALTIMORE, Mp., April 1—The local Hoo- 
Hoo Club met the evening of March 18 at 
the Merchants’ Club, and brought together 
some forty members. Snark F. Bowie Smith 
presided, and the session was taken up mainly 
with the showing of a moving picture obtained 
through the courtesy of the Denver and Rio 
Grande Railroad, and depicting scenes along 
the route of the line. A moving picture loaned 
by the Flood Control Authority at Washing- 
ton, and showing the effective work done in 
connection with preventing inundation of the 
bottoms along the lower Mississippi, also held 
closely the interest of members. 


WATCH FOR Practical, Mod- 
erate Cost House Plan with 
Complete List of Materials. 
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WOULD YOU 


RATHER WRAP UP? 


HEN they come to you for hardware for a 

new house, you’re going to sell the butts 

to equip an average of eighteen doors. It’s 
squarely up to you whether you wrap up a 
package of 18 pairs — or a package of 27 pairs. 
You know that three butts on every door will 
provide real “Anti-Warp Insurance.” You 
know that it costs more to repair a single warped 
door than to put the third butt on every door in 
the house. You know that Stanley is telling 
these facts to architects and builders in domi- 
nant advertisements in the magazines they read. 
So — “Remember, Three Butts To A Door’ — 
on 13” doors as well as 134” doors. Wrap up 
the larger package—every time—and collect your 
dividends in bigger profits and satisfied home- 
owners. The Stanley Works, New Britain, Conn. 





BUTTS TO A DOOR 
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Tough and Rugged ! 


Cut from virgin timber, Wier 
Long Leaf Yellow Pine has a 
dense fiber, which means strength, 
toughness and durability. Beauti- 
ful lumber, properly seasoned, 
well-manufactured, you can _ rec- 
ommend it for all structural uses, 
and especially for burden-bearing 
and _strain-resisting uses. This 
lumber gets extra quality from 
scientific seasoning and precision 
manufacturing in our modern mill 
at Wiergate. 











WIERE 


Ke) tc | 
LEAF —* 


j 


* 
Yellow Pine 
| Aristocrat of Structural Woods 




















Wier Long Leaf Lumber Co. 


HOUSTON, TEXAS 
| Mills: Wiergate, Texas 
rN 
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ELIZABETH, LOUISIANA 














Timbers, chemically treated to 
prevent stain. 





Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 





CHAPMAN & DEWEY 
LUMBER COMPANY 


* Memphis, Tenn. * 


Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin 


Wire for quotations. 
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Four Power Saws Keep 25 Carpenters Busy 


Four DeWalt saws are keeping a crew of 25 
carpenters busy in a large shop of the Mont- 
gomery-Ward & Co. plant in Chicago. The 
crew is engaged in making shelving and cases 
for the company’s stores, and the work is in 
charge of Ralph Justus, engineer of the Con- 
struction Equipment Department. There are 
two small saws, one medium and one large. The 
small pieces of equipment are used for ripping 


Saw being used in bevel- 
ing operation in speed 
production department 


and sawing 


boards. 
Heavier stock up to 2x4 is being run through 


plywood and one-inch 


the larger saws. The operation consists of 
fabricating all parts of the cases and shelves 
so that all the carpenters do is nail them 
together. 

“One of the saws is a small one that I carry 
around with me for jobs in various parts of 
the country,” said Mr. Justus. “The others, I 


bought for this job. When we get it finished 
we will be able to use the saws on our regu- 
lar construction work. 

“These DeWalts, as we are using them here, 
are really taking a test of ability to stand up, 
and they are doing it. All the work is on a 
production basis, and the saws are working 
eight steady hours every day, with never a 
let-down. I could put the heavier pieces 





through the light saws, but with the men on 
production, they crowd the machines every sec- 
ond, and the way they feed material to them, 
the heavy lumber might stall. There is no 
chance of anything like that in the large ma- 
chine, and that is what it is here for. 

“The saws are not being held down at all. 
They are working non-stop, and being pushed 
all the way.” 





Northwest Organizes Commit- 
tee to Secure Ships 


Tacoma, WasH., March 30.—Storrs S. 
Waterman, assistant sales manager of the St. 
Paul & Tacoma Lumber Co., of this city, was 
chosen to head an organization of Pacific 
Northwest manufacturers and shippers that is 
seeking assistance of the United States Mari- 
time Commission in alleviating a ship shortage 
that is threatening to tie up the lumber industry 
and other Pacific Northwest manufacturing 
activities. Organization of the Pacific North- 
west Shippers’ Emergency Committee was per- 
fected at a meeting of between one hundred 
and one hundred and fifty industrialists and 
shippers held here last week. 

After deciding that lack of intercoastal cargo 
space is creating an economic paralysis in basic 
Pacific Northwest industries dependent largely 
on water transportation, the organization 
directed an appeal to Emory S. Land, head of 
the United States Maritime Commission, saying 
it believed the commission could alleviate the 
emergency, which has resulted because sale of 
ships has severely curtailed space to and from 
all Atlantic and West Coast ports, and request- 
ing “that the Commission move to place in 
operation sufficient tonnage of the laid-up fleet 
to restore the intercoastal fleet to the level 
existing prior to Sept. 1, 1939.” 

Discussion at the conference here brought out 
that, with transfers now before the Commis- 
sion, about 50 ships will have been taken off 
the intercoastal run, that the commission has 
20 ships which need some repairs, and 109 ships 
which had been “sterilized” because they were 
more than twenty years old and would need 
from $75,000 to $175,000 each for repairs; that 
these 109 ships are usable but were taken out 
of service bécause they were causing disruption 
of rates. 

Spokesmen for the lumber industry said 
their business is facing closing down unless 
space can be obtained, that small mills, furnish- 


ing 16 percent of the cargoes shipped through 
the Panama Canal, have had to close because 
they could not ship. 

Carl Kinney, Portland (Ore.) lumberman, 
told the- conference that he is serving on a 
committee that has talked over the situation 
with the Maritime Commission, and that his 
committee is furnishing the Commission with 
all available facts and figures. 





Railroads Consider Proposal for 
Lower Virginia Cities Rates 


BuFFaLo, N. Y., April 2.—A joint confer- 
ence between railroad officials and lumber ship- 
pers of Virginia was held at Hotel Statler, in 
this city, on March 19. The purpose was to 
consider an application for lower freight rates 
from points in Official Territory, in which are 
located Richmond, Norfolk, Petersburg and 
Suffolk. The shippers asked that the rates be 
reduced from the present basis of 25 percent 
of first class, to 224% percent. The hearing 
was in charge of a joint committee of the Cen- 
tral Freight Association, the New England 
Freight Association and the Trunk Line As- 
sociation. Another meeting will be held at 
Chicago April 9 and 10, to reach a conclusion 
and report to the Traffic Executive Association. 

Reduced rates to the north and west from 
shipping points in southern Virginia and the 
Carolinas were made effective on Jan. 19, but 
they were not made effective from points with- 
in Official Territory, in which are located Rich- 
mond, Norfolk, Petersburg and Suffolk. “The 
reduction in rates from the southern origins 
had the effect of narrowing, and in some cases 
eliminating, the spread between the two ship- 
ping areas,” according to H. V. C. Wadem, 
director of the traffic bureau of the Richmond 
(Va.) chamber of commerce. Operators of 
some seventeen wholesale and twenty-two gen- 
eral lumber companies in Richmond support 
the application for the rate reduction. 
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Executives Fly; Campaign 
|2 Cities in 15 Days 
hed ¥ 5 ‘ oa ae ‘ ar : 
New York, April 1—C. E. Stedman, vice 
al president and director of sales, Certain-teed E S ES) c a Precision Lumber is DEPENDABLE lumber. 


an j Products Corporation, and John M. Huggett, j j j 
we, lS Senctaiant saeuaner a Cadet ase ie It has that superior quality and outstanding value that 





uP, New York March 25, having completed a 7,000- - : : 
x mile trip throughout the. United States to satisfy. It has all the refinements and. improvements 
sabes aunch Certain-teed’s dramatic advertising cam- . : . 
i. asia ter 2 eee to Sees bani. that modern manufacturing gives. It is accurately 
BERMAN’S issue of March 9. They were accom- d ] ° mee k d 
panied on the trip by Charles P. Pelham, vice maae, properly dried, association grade-mar ed an 
president of Fuller & Smith & Ross, Inc., ad- ‘ 
vertising agency. trademarked. It has been winning customer-preference 
In order to get Certain-teed advertising be- ‘ 
fore all of Certain-teed’s 300 salesmen as rap- for more than 61 years. Place your order now while 
idly as possible, Mr. Stedman and his associ- 
ates flew the entire trip. Starting from this prices are right and stocks are complete. 
city, where they held a meeting with Certain- 
teed’s New York sales force, they covered re- 
spectively Cleveland, Chicago, St. Louis, Kan- ‘ 
sas City, Denver, Seattle, San Francisco, Los ESSCO Southern Pine ESSCO Southern Hardwoods 
Angeles, Dallas, Atlanta, Baltimore, and Savan- ‘ 
nah, in fifteen working days—possible only by ESSCO Ponderosa Pine ESSCO West Coast Woods 


making the entire trip by air. . 
1940 cam- ESSCO Oak Flooring 


The character of Certain-teed’s 
paign is so unusual—especially the opening ad- 
vertisement entitled “Look Homeward, Amer- 
ica”’—that Mr. Stedman and Mr. Pelham, au- 
thor of the “Look Homeward” ad, were in- 
vited to appear on the radio in a special inter-. 
view broadcast in each city. 

According to Certain-teed executives, the 
campaign is meeting with a most enthusiastic 





on reception, not only from their own salesmen 

C- but from leading architects, contractors, opera- 

m, tive builders and craftsmen, who have written LS ALES 8) 
no in, praising the unselfish character of Certain- XCHANGE AWMIL e 
a- teed advertising. As Mr. Stedman puts it: “We A SSNS Sane? al LD 


are undoubtedly on the right track in our 1940 
H. advertising. Our first message ‘Look Home- 1111 R A Long Building KANSAS CITY MO. 
ed ward, America’ has brought forth unstinted alti ’ 8 
praise from leading factors throughout the in- 
dustry. I am convinced that advertising which 
benefits everyone in the building industry, and 














gh which sells the American people on the funda- cuamacren vree ean peoees 
se mental importance of home ownership, is the ae . r 

kind of advertising which will do our custom- It is new. It is different. Ask us for 
Nn, ers most good. We were told repeatedly that \2 special literature. 
a Certain-teed 1940 Sales Promotional Helps are rv Special for quick shipment—2 cars 8/4 FAS 
an the most practical sales aids ever created for Basswood. 
11S the good of the dealer, the contractor, the op- 


th erative builder and the craftsman.” 


| National Forons Provided "ter. 121 COTTON HANLON 


ervoirs of Employment" ODESSA , N.Y. 
for 4,000,000 














OUR MAYO, VA. MILL 























‘a Wasuincton, D. C., April 1—Nearly 4.- 
in 000,000 persons, including workers and _ their } Repairing and installation of new equipment 
to families, derived all or part of their support o at our Mayo, Virginia mill — ong are 
es in 1939 from enterprises carried out in the 160 seeten, Oe ee ae ae eh 
re publicly-owned national forests, the Forest uit; i ey ; 
id Service reports. Some 2,600,000 man-days of 
€ work in harvesting timber was reported, while 
it 25,000 riders and herders were engaged in " - - 
is caring for privately-owned livestock grazed on G t Th o f t W ner 
Be public lands, and working at resorts servicing a it Ss ro J in 
. clientele that _ — — 27 
= addition, the Forest Service itself employed, vad L & D i 
at besides its permanent force of about 5,500 per- Fe umber ealer 
” sons, in the neighborhood of 11,000 people for 
a. part time or seasonal work, also provided 13,436 FIRST COATER FOR WOOD 
“ man-years of pss a oe og Vp ‘ This paint first coater has proved its worth 
and year-long employment and training for 50,- (s UY be Wi i) “ 
it 000 CCC boys and World War veterans. . MITE C ‘3 Ser ae . i yg py pa ae Longer 
1- ' Aluminum Co. of America that an Aluminum ° 
e —— ge Paint First ssp — oo Life 
oa Loadings of Revenue Freight Semele ak ie. aad deen taal FOR 
IS foundation coat immovably anchored to the Paint 
Ss The car service division of the Association of —, ne eS ast TE AR 57 BO Mn 
* American Railroads reports that revenue freight and push Alumbrite. We furnish valuable selling Jobs 
ly for the two weeks ended March 23 totaled helps. Write us today for full particulars. 
, 1,238,871 cars, —— a decrease = 16,536 . 
cars below the amount for the two weeks ended 
3 March 9. Forest products loadings of 64,223 THOMPSON AND COMPANY, PITTSBURGH, PA. 
t cars show an increase of 390 cars above the ee 








MANUFACTURERS OF QUALITY PAINT § 


amount for the two weeks ended March 9. 











EWEESE 


Criginal 
YELLOW PINE 
Specializing im 


Mixed Cars Dimension 
and Boards 
SHED STOCK AND FINISH 


QUICK SHIPMENTS A SPECIALTY 
SATISFACTION SINCE 1897 
Quality Lumber Shipped Efficiently! 















































A. DEWEESE LUMBER CO. 


PHILADELPHIA, MISSISSIPPI 











in Boston 
Hotel Kenmore 














Commonwealth Ave. at Kenmore Square 


All Rooms with Tub and Shower 
Rates from $3.50 

Ample Parking Space 

Dinner Music 


Subway Entrance at Door 


Write for Historical Map of 
Boston 


L. E. WITNEY 
Managing Director 




















DENNING Ornamental PICKET FENCE 
be bd 


Fir and Yellow Pine pickets woven with 
heavy galvanized wire. Made in various 


heights. Colors: red, green, white and nat- 

ural. Very popular for yard and garden. 
Write for catalog and dealers price list. 

ILLINOIS WIRE & MANUFACTURING CO. JOLIET, ILL. 
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Publication Contains News, Merchandising 
Information 


The Weyerhaeuser Sales Co. St. Paul, 
Minn., is now issuing “Genuine White Pine 
News,” a tabloid-style publication for 4-Square 
dealers and their key employees. Intended for 
the purpose of pointing the way to better lum- 
ber merchandising, each issue carries a feature 
article on some important subject in conneciion 
with genuine white pine. The “Listenin’ In” 
column presents comments of 4-Square dealers 
about genuine white pine, and about white pine 
advertising. The editorial plays up some point 
in connection with the need for up-to-date mer- 
chandising methods for lumber in general, and 
white pine in particular. One page is devoted 
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GENUINE WHITE PINE NEWS 








en te Seuenee White Pine is Doobie Bind Marked | 











Page | of "Genuine White 
Pine News," Vol. I, No. | 
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Reproduction of a page of the 
display section of the 'News" 


to reproductions of advertising appearing in 
various publications and also an article mer- 
chandising white pine advertising. Another 
page is largely devoted to illustration and ex- 
planation of the type of display material and 
dealer help which is available to increase the 
sale of genuine white pine. The illustrated dis- 
play section is in the form of an insert so that 
it may serve as information for the dealer and 
also provide him with an excellent display for 
his yard office. The publication, in addition to 
reaching 4-Square dealers, goes to 500 of the 
key personnel of the Weyerhaeuser organiza- 
tion. 


BUILDING GOES AHEAD 


To Build Group of 56 Low-Cost 
Homes in Milwaukee 


MILWAUKEE, Wis., April 1—Brody & Son- 
del, Inc., 7919 West National Avenue, have 
been granted a permit for the construction of 
56 low-cost homes south of the Beloit Road, 
between West Dakota and West Osage ave- 
nues. The cost of the project will be $140,000, 
with individual homes at about $2,500. Each 
of the homes will be constructed for an indi- 
vidual owner, H. J. Brody, head of the build- 
ing firm said. None will be for the speculative 
market. The 56 new homes will be added to 
another group started in the same vicinity last 
fall and will make a total of 98 dwellings, 41 
of which are now occupied. The project will 
be worked out on a 17-acre tract. The original 
development covered 20 acres, and the firm has 
an option on a total of 40 acres to be used 
as the project grows. 





To Build and Repair Many Farm 
Structures in Arkansas 


LirrteE Rock, Ark., April 3.—Two hundred 
and fifty homes will be built and 102 houses 
repaired, within the next five months by farm- 
ers in Arkansas, loans to whom, for pur- 
chase of farms under the Bankhead-Jones 
Tenant Purchase Act, have been approved, it 
was almounced recently by Hudson Wren, State 
director of the Farm Security Administration. 


In addition to the dwelling houses, a like num- 
ber of barns, poultry houses and other out- 
buildings will be erected, or existing structures 
repaired. The work will be done in 62 
Arkansas counties. 

The majority of the new buildings will be 
constructed according to the Farm Security 
Administration’s standard plans. The average 
cost of dwelling houses built in accordance with 
these plans by Tenant Purchase borrowers 
since the Bankhead-Jones Act was passed in 
1937 has been $1,407.09. 





Philadelphia Home Show 
Features 140 Major Displays 


PHILADELPHIA, Pa., April 2.—Providing im- 
petus to lumber sales in this area, the second 
annual Home Builders’ Show was staged here 
March 29 to April 6, in the First Regiment 
Armory, under sponsorship of the Home Build- 
ers’ Association of Philadelphia and suburbs. 

Stimulation of sufficient interest to result in 
the erection of 10,000 new homes in the Phila- 
delphia metropolitan area during the current 
year was announced as the objective of the 
exposition, which featured 140 major displays 
by more than 200 concerns, representing a 
cross-section of industries and agencies allied 
with home building. 

Exhibitors representing the lumber and lum- 
ber products field included the Lumber & Mill- 
work Co. Yeager Lumber Co., Frank C. 
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Snedaker & Co., Inc. and Derr-Gibbons 
Supply Co. 

Carl Metz is president of the association 
which sponsored the exposition, while Edward 
A. Kerr served as chairman of the show ex- 
ecutive committee. 





Upswing in Low-Cost Homes 
Is Forecast 


San Francisco, Cauir., April 1—A_ sharp 
upswing in construction of houses priced at 
$3000 and less, to be built under FHA inspec- 
tion, is reported by the northern California 
district office of the Federal Housing Adminis- 
tration, based on applications received recently. 

In addition to spring building activity getting 
under way in many smaller cities and towns, 
it was stated that several communities of low- 
priced homes are being developed in suburbs 
surrounding metropolitan areas. 

“The development of good, soundly con- 
structed small, homes costing approximately 
$2500 is a major objective of the 1940 FHA 
program, and houses now being built in that 
price range attest the success of initial efforts 
in that direction,” declared G. F. Ashley, chief 
architectural supervisor for FHA in northern 
California. 





Expansion Noted in Western 
Building Activity 


San Francisco, CAuir., April 1.—Western 
building activity expanded in February, 1940, 
over the previous month and over February a 
year ago, according-to a survey made by Bank 
of America of building permits issued in fifty 
principal cities in eight western States. Febru- 
ary permits valued at $17,764,002 were the 
highest for any comparable month during the 
past eleven years. The increase over Januarv, 
1940, was 8 percent, while the gain over a year 
ago was 17 percent. Permits issued in these 
cities during the first two months of this year 
had a value of $34,257,892, a gain of 3 percent 
over 1939, 25 percent above 1938, and 31 percent 
greater than 1937. 

New residential construction in western cities 
in February, 1940, failed to show the usual 
seasonal gain over the previous month, but 
remained substantially above a year ago. Per- 
mits issued for new residential construction in 
fifty western cities in February were valued at 
$10,408,000, a decline of 1 percent from Janu- 
ary, but 14 percent above 1939. Activity in the 
construction of new residences in both January 
and February of this year has been at a higher 
level than in any corresponding period during 
- past eleven years for which data are avail- 
able. 





To Build Plywood Plant 


PorTLAND, OreE., March 30.—The M and M 
Woodworking Co., of this city, announces plans 
to build another ‘plywood plant near Albany, 
Ore. Reported cost is around $400,000. The 
new plant is expected to have a capacity of 
around 150,000 feet of 3-ply daily, and to be 
put into operation by fall. 





CORRECTION 


Olentangy Sash Balances Are 
of Caldwell Manufacture 


In describing construction of Olentangy Vil- 
lage at Columbus, Ohio, on page 67 of the 
March 9 issue, credit should have been given 
to the Caldwell Manufacturing Co., Rochester, 
New York, as manufacturer of the sash hal- 
ances in the 3800 windows in this big model 


housing project. We are pleased to make this 
correction. 
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WOULD YOU LIKE TO 
FIGURE THE CABINETS ON 
EVERY JOB? 






LAWSON 
Whe 


VITREOUS PORCELAIN 
CABINET 


Thiumph |! 








“TIME-PROOF” .. . The newest addition 
to the LAWSON line of cabinets . . . Gothic 
arched and square...framed or frameless 


.. with and without tubular side lights 


WITH the Lawson Line of Bathroom 
Cabinets you can figure the cabinets on almost every job 
that comes up! 


Model for model, from the one-piece TIME-PROOF vitreous 
porcelain finished cabinet with 10 unique features selling 
for $23 without lights, $43.50 with lights (less attractive 
trade discounts), down to the Lawson Cabinets listing for 
$5, less discount, Lawson leads the procession in offering 
“high quality at low prices.” 


WRITE for details and prices of the complete Lawson 
“profit line” of more than 75 vitreous porcelain and baked 
enamel finish models. 


THE F. H. LAWSON COMPANY 


Bathroom Equipment Division 
Dept. AL-2 
Cincinnati, Ohio 





SOLD BY AMERICA’S LEADING LUMBER DEALERS 
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| Many aa Dealer 


| Good Trade on 


SABINE 





Southern PINE 


. YOU will be interested in this su- 
perior Sabine Lumber. Cut from 
choice timber, it's given fullest meas- 
ure of quality and value by scientific 
seasoning and accurate manufactur- 
ing. ALL grades of Sabine now are 
Double-End Trimmed. Edges square 
and smooth. Careful drying, air and 
kiln. Common Lumber, Finish, Trim, 
End-Matched Y. P. Flooring, Sheath- 
ing, Oak Flooring, Etc. Consult our 
nearest representative or mail us your 
orders. 


Sabine Lumber Co. 


SALES OFFICE: 
Arcade Bidg., ST.LOUIS, MO. 


MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Texas 
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WHITE PINE (2te— 


Also California White 


and Sugar Pine 
Fir Wallboar 


Cedar and 
William Schuette Company 


West Coast Products 
New York 


Office—4i East 42d St. PITTSBURGH, PA. 








JOHN B. SMITH & SONS, LTD. 
CALLANDER, ONTARIO 


Manufacturers of 


White Pine Lumber & Lath 


( Pinus Strobus ) 
ESTABLISHED 1851 


Head Office .... TORONTO, ONTARIO 











LEMIEUX BROS.,INC. 


FORESTERS -- TIMBER ESTIMATORS 
APPRAISERS --- CIVIL ENGINEERS 
410-11 Maritime Bldg. NEW ORLEANS, LA. 
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THE BUSINESS RECORD 








Business Changes 


CALIFORNIA. El Centro—M. H. Cavin Lumber 
& Grain Co. sold to Sones Lumber Co. (Inc.). 

GEORGIA. Allentown—A. W. Daughtry = suc- 
ceeded by Toney-Davis Lumber Co. 


KANSAS. Howard—Tolman-Harris Supply Co. 
sold lumber stock to Gibbon Lumber Co. 

Severy—J. F. Hayes Lumber Co. sold to L. L. 
Tolman. 


MINNESOTA. Zumbro Falls—Decker & Sitz 
succeeded by E, R. Sitz. 

MISSOURI. Liberty—Costello Lumber Co. suc- 
ceeded by Badger Lumber Co. 

Poplar Bluff—W. B. Crane Co. succeeded by 
Enare Lumber Manufacturing Co. (Inc.) 


NEBRASKA. Bertrand and Smithfield—Perry 
lumber Co. of Holdrege (Inc.) succeeded by Ern- 
est L. Perry Lumber Co. 

David City—The W. A. Wells Estate lumber 
yard sold to Sack Lumber & Coal Co. 

Westpoint—Weller Bros. (Inc.) lumber and coal 
business succeeded by West Point Lumber Co. 


NEW YORK. Spring Valley—Kramer Lumber 
& Supply Co. succeeded by Beckerle Lumber & 
Supply Co. 


OHIO. Cleveland—T & S Housewrecking Co.. 
7514 Woodlawn Avenue, succeeded by T & S Lum- 
ber Co. 

Willard—Beelman Manufacturing & Lumber Co. 
sold to Willard Lumber Co., and the business in 
future will be conducted from the Willard Lumber 
Co. vard. 


SOUTH DAKOTA... Corsica—J. i 
Lumber Co. sold to Fullerton Lumber Co. 


TEXAS. Waco—Brazelton Lumber Co. local 
yard sold to Bruce Campbell & Son. 


WASHINGTON. McMurray  — Greenough & 
Stephens Shingle Co. succeeded by Stephens 
Shingle Co. 


WISCONSIN. <Adell—William Zuengler & Son 
succeeded bv The Zuengler Co. 

Horicon—Horicon Fuel & Lumber Co. succeeded 
by Alfred Guenther. 

Menasha—Community Lumber & Fuel Co. pur- 
chased from Mrs. Harold Evanstad by Thomas 
Ryan. 

Oconto Falls—Falls Lumber & Fuel Co. suc- 
ceeded by Metzler Coal & Lumber Co 

Waldo—Frazier & Halter succeeded by J. M. 
Halter & Son. 


Anderson 


Incorporations 


NEW HAMPSHIRE. Laconia — Tekwood 
(Inec.); to manufacture and deal in wood, timber. 
lumber. veneer, plywood etc. 

NEW YORK. North Tonawanda—Bennett Lum- 
ber Co. 

Staatsburg—Kidder Lumber & Fuel Co. (Inc.). 


OKLAHOMA. Tulsa — Tulsa Lumber Corp.: 
$20.000. 
Wagoner—Wagoner Lumber Co.; $12,000. 


OREGON. Sweet Home—Crescent Logging Co.: 
$5,000. To carry on a general logging and lumber 
business, and to deal in or manufacture timber 
products. 

SOUTH CAROLINA. 
Products Co.: sawmilling. 

Sumter—F. E. Gibson & Son (Inc.);-$5,000. To 
engage in business as a timber dealer. 


TEXAS. Fort Worth—Shaw Lumber Co.: $5.0 

Honston—Houston Standard Lumber Co.,; $2.5 
Building materials. 

WFST VIRGINIA. 
$25.000. 

CANADA, BRITISH COLUMBIA. Vancouver— 
Bell & Campbell Logging Co. (Ltd.); 411 Credit 
Foncier Building: $30,000. Timber merchants. 


New Ventures 


ALABAMA. Opelika—Builders Lumber & Sup- 
ply Co.. a newly organized company. announces 
establishment of a lumber finishing mill here. 

ARIZONA. Douglas—Joseph Joss has added 
lumber to his business and has changed the com- 
pany name from Douglas Planing Mill & Glass 
Works to Douglas Lumber & Supply Co. 

IOWA. Ames—Ames Lumber & Building Mate- 
rials Co. will construct a new lumber yard. 

KANSAS. Pratt—The W. R. Green Lumber Co. 
is opening a lumber vard here. 

MICHIGAN. Lincoln Park—The Frank Cur- 
rier Tamber Co. will open a yard and office at 
1225 Fort. here. 

MINNESOTA. Willmar—Olson Lumber & Fuel 
Co. will open, carrying a full line of lumber and 
building materials; fuel will be added for next 
season. 

MISSOURI. Mexico—Mexico Lumber Co. is 
constructing a lumber yard, and will carry a com- 
plete stock of building materials. 

PENNSYLV ANIA. Altoona—F. M. Lytle & Son 
Lumber Co. is*constructing a modern plant at 
Industrial -Avenue--and -Twenty-fifth Street. 


Fairfax — Mutual Wood 


Sophia—Lovell Lumber Co.: 


Klingerstown—Fred Leitzel has opened a retail 
lumber business. 

TEXAS. Cuero—J. T. Newman & Sons will con- 
struct a lumber yard here, handling all kinds of 
building materials. 


CANADA. BRITISH COLUMBIA. Vancouver— 
The Buck & Turner Logging Co. has been organ- 
ized by Ole Buck and has completed arrangements 
with eastern interests to log off 20,000 acres of 
timberlands in the Campbell River area of Van- 
couver Island north of Oyster River. It is esti- 
mated that the operation will require from 15 to 
20 years to remove the timber. 


Casualties 


INDIANA. South Bend—Belleville Lumber & 
Supply Co. garage and eight trucks destroyed by 
fire, with loss estimated at $6,500. The garage will 
be rebuilt immediately. The yard stocks were 
saved. 

KENTUCKY. Glasgow — Hardin Lumber Co. 
Planing mill on Tompkinsville Road destroyed by 
fire. with loss estimated at $30,000, partially cov- 
ered by insurance. Plan to rebuild. Operations 
have been resumed in the planing mill and saw- 
mill which were not destroyed by the fire. 

LOUISIANA. Plaquemine—A. Wilbert’s Sons 
Lumber & Shingle Co. destroyed by fire, with loss 
estimated at $100,000, covered by insurance. Unde- 
termined whether mill will be rebuilt. The lumber 
yard, where approximately 4,000,000 board feet of 
cut lumber is stored. was saved. 

MICHIGAN. Menominee — Webber - Baysinger 
Lumber Co.’s planing mill destroyed by fire, with 
loss estimated at $10,000, partly covered by insur- 
ance. 

NEW HAMPSHIRE. Pike—Moosilauke Lum- 
ber & Bobbin Co. suffered fire Joss estimated at 
$50,000. 

NEW YORK. Holcomb—Stuart S. Caves (Inc.) 
planing mill and office damaged by fire, with loss 
estimated at more than $5,000. 

CANADA. ONTARIO. Ottawa—The woodwork- 
ing plant owned by the G. M. French Estate at 
386 Rochester Street. was damaged approximately 
$10,000 by fire. 


New Mills and Equipment 


OREGON. Albany—M & M Woodworking Co. 
of Portland plans to build a plywood plant, cost- 
ing upwards of $400,000. near here. 

Coburg—The Parker Lumber Co. has _ leased 
four acres of land on which to build a sawmill. 

Lebanon—Evans Products Co. of Detroit (Mich.) 
is about to build a $500,000 plant on a 200-acre 
tract bordering Cheadle Lake. 

Lebanon—-Lebanon Lumber Co. has_ invested 
more than $3.000 in new sawmill equipment. to 
increase production at least 10 percent. 


Sweet Home—lIver Christianson is constructing , 


a sawmill here. 


WASHINGTON. Forks—Work on the new M. R. 
Smith Lumber & Shingle Co. shingle milk has be- 
gun. and modern dry kilns will be installed. 

Longview—Wagner Bros. Lumber Co. is replac- 
ing the present mill with a new one. 

WISCONSIN. Neenah—Kimberly-Clark Corp. 
will start construction of a large addition for the 
manufacture of insulation, for houses, automobiles. 
refrigerators, and other purposes. 

Peshtigo—Unit Structures (Inc.) has announced 
plans for construction of a new $12,000 plant for 
manufacture of wood unit arches, which will also 
be used in construction of the new plant; diving 
boards and other finished wood products. 





Hymeneal 





Buffelen, daughter of John Buffelen, Tacoma, 
Wash., lumberman and Mrs. Buffelen, and 
William Michael Haley, son of Mrs. K. R. 
Haley, also of Tacoma, were married at St. 
Patrick’s Catholic church in Tacoma, March 
27. The bride was given in marriage by 
her father. The bride’s sister, Mrs. Leslie G. 
Prendergast of Seattle, was matron of honor. 
Miss Nancy Haley, sister of the bridegroom, 
was a bridesmaid. Richard Buffelen, the 
bride’s brother, was best man. The bride 
attended Marylhurst College in Portland, Ore., 
and the College of Puget Soundin Tacoma. Mr. 
Haley attended George Washington Univer- 
sity. Following a six weeks’ motor honey- 
moon trip through the southern and eastern 
part of the United States, Mr. and Mrs. Haley 
will make their home in Tacoma. 





Engagement of Miss Emilie Ann Bostwick, 
Ardmore, Pa., to L. Mortimer Pratt, 3rd, of 
Chestnut Hill, Brookline, Mass., has been an- 
nounced. No date has been fixed for the wed- 
me The prospective groom is:a son of 

Mortimer Pratt, Jr., of the wholesale lum- 
ot. firm of Davenport, Peters Co., State 
Street, Boston. He is a senior at Harvard 
College and will graduate in June. 
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Town to Celebrate 125th Year 
of Furniture Manufacture 


Jamestown, N. Y., April 1—The James- 
town (N. Y.) Furniture Market Association 
will hold its annual spring market from April 
22 to May 1 and at the same time celebrate 
the 125th anniversary of the beginning of the 
furniture industry there. The first furniture 
was a small cherry stand made by Phineas Pal- 
miter for James Pendergast, for whom the city 
is named. Later Mr. Palmiter opened a fac- 
tory and brought skilled workmen to the town. 





Virginia Forests Fire Swept 


RicHMOND, Va., April 1—Whipped by strong 
March winds, at least 60 brush and forest fires 
swept across widely-scattered sections of Vir- 
ginia Wednesday, but hundreds of fire-wardens, 
CCC workers and volunteers succeeded in 
bringing the blazes under control. 





Standard Proposed for Tank 
Stock Lumber 


Wasuinoton, D. C., April 1—The National 
Bureau of Standards, United States Depart- 
ment of Commerce, here, is now making avail- 
able the proposed commercial standard for 
tank stock lumber. The information compiled 
under the heading TS-2826, as submitted by 
the Durable Woods Institute, in co-operation 
with the Southern Cypress Manufacturers As- 
sociation, the California Redwood Association, 
and manufacturers of Western red cedar lum- 
ber, represents a revised draft covering West- 
ern red cedar, Tidewater red cypress, and 
California redwood. A copy of the proposed 
standard may be secured by writing the Divi- 
sion of Trade Standards of the bureau men- 
tioned above. 





Buys Arkansas Timber 


LirtteE Rock, Ark., April 2—The Sturgis 
Manufacturing Co., a partnership consisting of 
W. P. Sturgis, C. S. Sturgis and Roy Sturgis, 
which operates lumber mills in various sections 
of the State, has bought a $100,000 timber 
stand in Pulaski and Saline counties, west of 
Little Rock. 





Railroads Increased Purchases 
of Forest Products in 1939 


Purchases of forest products made by the 
Class I railroads in the United States in con- 
nection with their operation, announces J. J. 
Pelley, president of the Association of Amer- 
ican Railroads, amounted to $69,971,000 in 1939, 
compared with $56,968,000 in 1938. For cross 
ties, including switch and bridge ties, the rail- 
roads expended $43,758,000 in 1939, an increase 
of $1,453,000 above such expenditures in 1938. 
Purchases of lumber, including timbers as well 
as other forest products, amounted to $26,213,- 
000, which was an increase of $11,550,000 above 
the preceding year’s. 





Issuing Import Licenses for 
Specific Hardwood Items 


WasuinctTon, D. C., April 1.—The Forest 
Products Division has received information 
from London’ which states the specific kinds 
of specialty lumber items that are being per- 
mitted to be bought privately. (All other lum- 
ber imported into the United Kingdom is being 
bought by the Timber Control Department). 
The Timber Control Department is now grant- 
ing licenses to private British firms for the 
import of tough ash dimension stock; hickory 
dimension stock; persimmon, cornel, and dog- 
wood billets; and hardwood cooperage. 
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Write for 
complete dealer 
information. 
HEATILATOR COMPANY 
584 E. Brighton Ave., Syracuse, N. Y. 
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Spring Ladder Profits 


Handle the BABCOCK Line 


Springtime is ladder time. This 
year the demand for ladders 
will be greater than ever, be- 
cause of the increased volume 
of building, re-roofing, painting 
and repairing. Ladders are 
needed in homes, on farms, in 
shops, stores and offices. Start 
now and sell the famous Bab- 
cock Ladder Line—Genuine Air- 
Dried Spruce. Strong, safe, 


light, easy to handle, easy to 
sell. The latest Babcock im- 
provement is tying all 4 corners 
of every extension and single 
ladder with STEEL RUNG 
BRACES, adding rigidity and 
long life. Try a sample ship- 
ment. You'll like the way they 
sell. Sample ladders furnished 
for display. Today. write for 
full information. 
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ae Showing | 
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are used. o 








Ladders Needed for 


Repairing Roofs. 

Puttying and painting 
windows. 

Putting up screens and 
awnings. 

Barn and garage repairs. 


Cleaning, papering, 
decorating. 

Cleaning and fixing gutters. 

Repairing eaves, flashing, ete. 


The W. W. Babcock Co., Bath, N. Y. 
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MAKE MONEY RENTING OUT 


SKILSAW “Rotoglide” 


FLOOR SANDER 


.. the perfect rental machine! 


Pays for itself quickly, brings 
steady profits ... increases 
sales of flooring, varnish, 
paint, sandpaper . . 


preferred because A 
it works better and bd 
easier! 


Here’s a new sander your customers will be glad 
to rent—it has the proper weight and balance for 
easy operation; produces a perfectly smooth, rip- 
ple-free surface faster and at lower cost; offers 
professional capacity for any kind of job. De- 
signed by a group of practical contractors, built 
by Skilsaw engineers. No other floor sander has 
the patented ‘ROTOGLIDE’ Drum that does away 
with the usual slot across the entire drum surface. 
Only 45 seconds to change paper. 8-in. drum. One- 
piece heavy-steel frame. Attractively priced. 


SKILSAW, INC. 5037A Elston Ave., Chicago 


36 East 22nd St., New York @ 182 Main St., Buffalo @ 
52 Brookline Ave., Boston @ 15 8S. 21st St., Philadelphia 
@ 2124 Main St., Dallas @ 918 Union Street, New Orleans @ 
29 North Ave., N. W., Atlanta @ 1253 South Flower Street, 
Los Angeles @ 2065 Webster Street, Oakland @ Canadian 
Branch: 85 Deloraine Ave.. Toronto. 








lox 
} the architects, own- 
ers, and builders in 


your locality with the 
Intest 


7 SOSS 
INVISIBLE 
HINGES 


if th inquire? 
Have all the facts 





vertising. Write, 














Correctly Designed Parts for 


TAIRWAYS 


Complete stocks for prompt shipment in OAK, 
RED GUM, BIRCH, YELLOW PINE. Other 
woods also available. 





With our modern equipment, we invite in- 
quiries to take care of your CIRCULAR and 
ODD STAIRWAY JOBS. Send us your prob- 
lems in special or difficult millwork, 


Write for Stair Folder “G.” 


Corbett Cabinet Mfg. Co., *rx"* 
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Market News from Am 


San Francisco, Calif. 


COASTWISE MOVEMENT—The Pacific 
Lumber Carriers’ Association reports the 
movement of 66,915,800 feet of lumber dur- 
ing February, 1940, compared with 62,549,500 
feet in January, and 71,345,300 feet in Feb- 
ruary, 1939. February distribution was as 
follows: 


Feet 

Sy NOD. ae dna ale wk oles tere oe were 18,730,300 
IE dd. ale a's &oie'c- 0 oa Ro sla eee oem 309,500 
ED ce widticelin. base daedeaue 40,127,100 
RN acetal ae la tandem eicneig 5,788,700 
OEE ig) cans a ace eae iaws 1,587,100 
ONE I aortas awl Gas Site o's.et 373,100 

SE ee re ree 66,915,800 
February movement to San Francisco was 


up 4,270,300 feet from January; the Los An- 
geles movement, up 429,100 feet. 


LUMBER RECEIPTS—March receipts at 
San Francisco from interior points totaled 
8,280,000 feet, compared with 4,840,000 feet 
in February, and 5,220,000 feet in March, 
1939. 

REDWOOD—Current demand is fair, con- 
sidering unseasonable weather, with upper 
grades most favored. Prices continue firm. 
Stocks are reported pretty well balanced, 
and the general outlook is fairly good. 


Portland, Ore. 


WEST COAST WOODS—Volume of orders 
is rising, but the price situation is confusing, 
with rail, east coast and California markets 
not in accord. 


EAST COAST—vVirtually all April and 
May space is taken, and the rate will 
advance to $16 on May 1. Some diversion 
to rail haul is reported, especially to points 
back a few hundred miles from Atlantic 
water terminals. 


CALIFORNIA—Sudden realization on the 
part of buyers that coastwise ships are be- 
coming very scarce has brought a sharp re- 
vival of orders from both northern and 
southern California. Rates advance in this 
direction early in April. Prices have ad- 
vanced about $2 on most items for April- 
May delivery. 

RAIL, LOCAL—wWinter weather in the 
middle West is holding back orders. Local 
and nearby demand is very strong, as build- 


ing in the Northwest, especially suburban, 
is active. 


EXPORT—Lack of space and extremely 
high rates have virtually stifled the market. 


LOGS—Log inventory in the Columbia 
River district is ample. Prices are slightly 
higher. 


Seattle, Wash. 


WEST COAST WOODS—RAIL—Demand 
continues quiet. Prices are holding. There is 
no great surplus of stocks anywhere. Cur- 
tailment by cargo mills, due to lack of ships, 
and reduction in output of fir uppers, because 
of the heavy call for peeler logs to make 
Plywood and consequent increasing use of 
smaller logs, are strengthening the rail mar- 
ket. Mill stocks are being kept in good bal- 
ance despite the slow market. 


INTERCOASTAL—April and May _ space 
is all taken, and the number of ships avail- 
able for charter is small, so there has been 
considerable curtailment in production. De- 
mand has been slow because of bad weather 
in the East. Increase in demand would re- 
sult in a larger rail movement. Prices at 
the mills tend to be soft. 


CALIFORNIA—Shortage of ship space, and 
rate increases effective April 8, are making 
lumber on California docks more valuable. 
Prices at mills aré stronger. 


SHINGLES—The market is dead. Cana- 
dian competitors benefit by a 14 percent ad- 
vantage in exchange. Production is about 
the same, and there has been a slight in- 
crease in stocks of No. 1 perfections and 
No. 2 XXXXX. 
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LOGS—Except for a weakness in cedars, 
as a result of the quiet shingle market, logs 
are unchanged in price. Both shingle and 
lumber logs are selling about $1 below pre- 
vious figures—$16 for shingle logs, and 
$27@30 for lumber. 


Tacoma, Wash. 


WEST COAST WOODS—The market ap- 
pears to be considerably steadier than it was 
a fortnight ago. Scarcity of space for water- 
borne shipments continues to be the most 
depressing factor. Operators are organizing 
in an effort to relieve this situation, how- 
ever, and feel that they are making progress. 
Rail buying is showing some improvement, 
attributable probably to more _ favorable 
weather. The plywood, veneer and door busi- 
nesses maintain the excellent volume shown 
throughout the winter. Log supplies are in 
good shape. 


Minneapolis, Minn. 


RETAIL—At 408 retail yards in ninth 
Federal Reserve district, 3,458,000 board feet 
of lumber was sold during last February, 
as compared with 5,503,000 feet sold last 
January, and 3,156,000 feet in February, 1939. 
At 387 yards, stocks Feb. 29 totaled 68,951,000 
feet, as compared with 59,874,000 feet Jan. 
31, and 72,784,000 Feb. 28 last year. Total 
sales of all materials at 408 yards amounted 
to $759,550 during last February, $1,184,550 
in January, and $786,260 in February, 1939, 
the report shows. 


NORTHERN PINE—After a falling off in 
orders during two weeks of bad weather, 
demand is improving. Mill stocks remain at 
a low ebb, with acute shortages reported in 
some items. Prices are firm. 


NORTHERN WHITE CEDAR—Orders for 
posts have increased materially, and are 
larger than usual at this time of year. Some 
dealers are finding it difficult to fill imme- 
diate demands; while there was a fair pro- 
duction, stocks in some areas are low. There 
are some signs of a livelier demand for poles. 
Price advances are predicted. 


MILLWORK—Much estimating work is 
being done, and sash and door men consider 
prospects excellent. Prices are firm. 


Kansas City, Mo. 


SOUTHWESTERN MARKET—More wide- 
spread buying on the part of retailers 
caused a temporary spurt the latter part of 
March, but it subsided. The entire market 
has been steady, and few price concessions 
have been allowed. Even the smaller mills, 
which recently have re-entered the market 
following the shutdown caused by the severe 
weather, have been maintaining their lists. 
Sales and shipments continue to exceed pro- 
duction, so shortages have developed in a 
number of items. 


RETAIL—tThe Federal Reserve bank re- 
ported that sales of lumber at 149 retail 
yards in the district during February were 
seven-tenth percent smaller than those of a 
year ago, but that sales of all building mate- 
rials were up 5.6 percent. Volume of lumber 
sales were 11.5 percent larger than in Janu- 
ary. Inventories were 3.8 percent smaller 
than those of a year ago. The Department 
of Commerce reported that gains in Feb- 
ruary were substantial in some areas, as 
compared with a year ago. Sixteen yards in 
Oklahoma had an increase of 14.5 percent; 
thirty yards in Nebraska, one of 4.8 percent; 
seven yards in Arkansas, one of 10.5 percent; 
147 yards in Texas, a gain of 2.8 percent; 
while thirty-six yards in Missouri reported 
a decrease of 1.1 percent, and the twenty-five 
in Kansas has a loss of 5.4 percent. 


SOUTHERN PINE—Good inquiry was re- 
ported here during the last ten days, and 
exceptionally good demand was noted for 
such items as 1x4- and 1x6-inch No. 2 boards, 
and for 2x10-inch, 14-foot No. 2. 
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were reported in 1x4- and 1x6-inch No. 2 
items, and stocks of 2x4-inch, 16-foot No. 
2 dimension. Stocks of uppers are ample, 
notably C&better, and the market is not too 
strong. Mills are attempting to build up 
stocks, but to date have not been successful 
as the backlog of orders is still large and 
sales are in excess of production. 


WESTERN PINE—Ponderosa selects are 
inclined to be a shade easier in straight cars, 
but other grades are decidedly strong. No. 
4 boards are short. Mouldings have been 
strong, and some mills have changed their 
discount basis. The unfilled order file is well 
above any previous record, it is said. In- 
ventories are not excessive, and mills are 
trying hard to build up assortments for the 
spring buying rush, already under way. 
way. 

HARDWOODS—Unfilled orders continue to 
pile up week after week as mills are not 
able to make prompt shipments. Bad weather 
limited production, but now the mills are 
stepping up output. Prices, especially for 
upper grades, are strong. 


OAK FLOORING—Oak flooring mills have 
some trouble getting sufficient rough stock. 
Production is behind shipments and sales. 
Residential building is gettting started on 
a big scale in the Southwest. Prices are 
strong. 


SHINGLES—Some mills report inquiry has 
picked up considerably. 


Warren, Ark. 


ARKANSAS SOFT PINE—The market 
maintains its firm price position, in the face 
of a somewhat light though steady demand. 
Orders run strong to badly mixed cars, 
mostly for prompt loading, so some mills 
have put on temporary night runs. Some of 
the orders have come from toy and furniture 
manufacturers, yet the bulk of them are 
from wholesalers and retailers in the East. 
Demand for straight cars of 6- and 8-inch 
No. 2 boards and shiplap continues fairly 
strong, such business being placed by retail- 
ers in the central trade territory. The rail- 
roads have ordered several hundred thousand 
feet of grain door lumber in the last two 
weeks, mostly for shipment over a period of 
six weeks. Shipments continue to exceed 
production, with dressed shed stocks at 
many mills being depleted. Orders for truck 
shipments have noticeably increased. 


SOUTHERN HARDWOODS — General rains 
have eurtailed the input of hardwood logs, 
and hardwood mill output. Demand continues 
fairly active, and many orders are being 
placed for shipment when mills have filled 
out their assortments of dry stock. The de- 
mand is fairly well distributed over the usual 
trade area, with a satisfactory amount com- 
ing from furniture factories, although floor- 
ing plants are booking the largest quantities 
for both immediate and deferred shipment. 
Box and furniture factories continue to 
absorb a major portion of the gum produc- 
tion in all grades, though orders run strongly 
to FAS and 2-A in both sap and black gum. 
Hardwood prices are expected to advance $1 
to $3 on most items, some advances having 
already been put into effect on flooring items. 
Orders for cross ties are being placed in 
reasonably large quantities. 


Birmingham, Ala. 


SOUTHERN PINE production is increas- 
ing, but is still only about 50 percent normal. 
Demand for No. 3 1x6-inch and wider ex- 
ceeds production, and orders for No. 2—in all 
items except dimension—are two to four 
weeks ahead of production. Dimension or- 
ders call for equal amounts of Nos. 1 and 2, 
with No. 3 sluggish. Most mills are rework- 
ing their dimension into S1S2E boards. De- 
mand shows a definite change to No. 2 for 
siding and No. 3 for sheathing. Prices show 
little change. Air dried No. 2 flooring, 1x6- 
inch, is $21. Dimension, 2x4-inch, advanced 
$1, and all items 2x6- to 2x14-inch, 18- and 
20-foot, $2. Joist and wide dimension, prin- 
cipally 2x14- and 2x16-inch, sold heavily at 
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nlerica’s Lumber Centers 


$35@38 for short lengths, and $42@45 for 
18- and 20-foot. Heart timbers, in 12-inch 
widths, reached a new high of $70 for 16- 
foot and under, and $85 for 20- to 24-foot. 
Some industrial users are taking all heart 
fir instead of longleaf 85 percent heart 
timbers. 


HARDWOOD FLOORING—Demand for oak 
is rather spotted, with mills sticking pretty 
close to the last list. Demand for lower- 
priced gum flooring has been increasing. 


Shreveport, La. 


SOUTHERN PINE—There is a greater de- 
mand for No. 3 shiplap and center matched, 
now allowed by FHA specifications for 
sheathing roofs. There is a heavy demand 
for No. 2 dimension. Supply of dry stock is 
rather short. Quotations are steady. 


HARDWOODS —Orders are coming in 
slowly, though there are some heavy in- 
quiries afloat, for evidently the buyers have 
sensed the shortage of No. 2 gum. Furni- 
ture people simply are not buying, so No. 1 
sap is moving slowly. The demand for oak 
is just about the same as recently. Hard- 
wood stocks at mills are low, and prices are 
firm. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—Domestic sales 
have held up well, with considerable business 
coming from all industrial consumers, but 
with furniture and box and crate makers tak- 
ing the largest amounts. There is little ex- 
port business, however. Cottonwood, sap gum 
and the oaks, red and white, and poplar are 
being bought heavily. Some mills have diffi- 
culty in supplying shipping-dry lumber. Bad 
weather over the early part of the year cur- 
tailed logging, and there are below-normal 
stocks on sticks to take advantage of pres- 
ent good drying weather. Quotations are 
up $1@3. 

HARDWOOD FLOORING — Demand grows 
stronger. There is a definite shortage of dry 
oak, and prices of rough stock are up $1@3 
from levels prevailing earlier in the year. 


Norfolk, Va. 


NORTH CAROLINA PINE—Up until last 
March 24 the weather has been so cold and 
snowy that prospective building has been 
delayed, and naturally retail yards have been 
very slow in buying. Upper New York was 
visited by a snow storm within the past two 
or three days. But demand from the North 
and East has been improving, partly because 
of difficulty in getting West Coast stock, 
and price increases in it. Carolina pine mills 
have to turn down many mixed-car orders, 
however, because of being short on certain 
items of dry stock wanted. Virginia and 
Carolina mills have had a time trying to 
get together a good assortment of dry boards 
and framing. Yet some weak spots have de- 
veloped in prices, because of over-anxiety of 
small mills to move surplus stock. Demand 
for B&better pine has been light, and many 
small mills with kilns have accumulated sur- 
plus stock. Box manufacturers are not finding 
business very brisk, and depend on picking 
up stock from small mills at low prices. 
There is a better demand for dressed and re- 
sawn air dried stock, but prices are not at- 
tractive. The 4-inch air dried is in brisk de- 
mand and scarce, as is 12-inch No. 2 and 
better air dried. Demand for air dried 
roofers has been light, and they are weaker, 
prices f.o.b. cars Georgia main line rate being 
$13.50@14 for 4-inch; $17.50 for 6-, 8- and 
10-inch; and $19 for 12-inch. Orders, mostly 
from New York State, for mixed cars of 
dressed framing and boards have increased, 
with immediate shipment generally de- 
manded, and ‘shortage of dry stocks makes 
this difficult to give. The call for 18- and 
20-foot lengths is very good, but few mills 
can meet it. 





TONS OF REVENUE freight carried one mile by 
the railroads of this country in 1939 were 
nearly fifteen percent greater than in 1938, 
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| The Complete Line—Many of the Nu- 
Art Shapes Furnished in Stainless 
Steel, Chromium, Brass, as Well as 
Alacrome (white metal.) 
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MOULDING & TRIM 
BINDINGS, EDGINGS, NOSINGS 





for Walls, Tables, Counters, 


Kitchen Sinks, Floors, Stairs 


Complete with end caps, corners, etc., 
that save time and labor on installa- 
tion, 


Many Beautiful Shapes 
that Bend Without Cutting 


Illustration at right shows one 
of the many Nu-Art shapes 
for sinks, tables, counters, etc. 
that bend to almost any 
radius without cutting. Nu- 
Art adds durability and beauty 
to — etc. wherever 
used. 


Pre-formed Kitchen Sink Frames 



































°° 








Perfectly formed, in any size, drilled and 
ready to set in place and screw down. Saves 
time and labor. No wasted material. Makes 
perfect job. Supplied for use with any type 
or thickness of material—any desired style 
of Nu-Art. 


Nu-Art trim opens up al- 
most unlimited possibili- 
ties for sales and profits, 
especially at this time 
when use of white metal 
is growing rapidly. 


Write for Catalog 


Catalog showing the com- 
plete Nu-Art line — with 
many pictures showing sales 
ideas and new uses for white 
metal trim, togethe: with 
complete information on 
helpful sales cooperation, 
furnished without obligation. 


MACKLANBURG-DUNCAN CO. 
OKLAHOMA CITY, OKLAHOMA 
AAAAAAAAAAAAAA 
























for QUALITY 


No. 024 


RED DEVIL PLATED GLASS CUTTERS 
New standard handles on all modern-line models— 
perfect finger rest. Heavily plated—cutters literally 
PC Me a ee ee 
axle. Pregreased. Rust proof. 


DIAMOND 
POINT DRIVER 


Automatic. Drives points 
at machine gun speed 
into hardest wood—from 
any angle. Holds clip of 
100 Diamond points. 
Makes glazing easy. 


DIAMOND POINTS 
Madein %" and 4" len 
100 to a —. Will not 
corrode. Can be driven in- 
to hardest wood without 
bending. Best made for 
sash, frames or mirrors. 

















TRIANGLE POINTS 


Made of pure zinc and zinc 
coated in 6 sizes. Handy 
packages of 2 oz. to i Ib. 
with free driving tool. 


WALL SCRAPERS 
PUTTY KNIVES 
WOOD SCRAPERS 


Best in performance be- 
cause they are best in 
quality. 


Send for Catalog 


LANDON P. SMITH, inc. 


IRVINGTON, N. J. 





> aco 
0,000 Feet spe Day 


G R"z 


Every 
Modern 
Facility 
Soft Old-Growth UPPERS and 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 


LUMBER CORPORATION 
VERNONIA, OREGON 








SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
TIMBERS ‘3 i Q FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE. 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY: 
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Eastern Trade News 


[F. J. Caulkins | 


Boston, Mass., April 1.—The reports com- 
ing to the larger centers from most consuming 
points in New England indicate a slow start in 
building activities, due primarily perhaps to a 
three months stretch of below freezing tempera- 
tures, and the heavy snows through February 
and March that have made most roads off the 
main travelled highways impassable. With 
lumber price levels quite unsettled though tend- 
ing upward, the dealers are proceeding with 
extreme caution in making commitments be- 
yond current requirements. This comment ap- 
plies primarily to the two chief staples in the 
form of coarse construction lumber, western 
fir and eastern spruce. The trade and price 
trends of these woods locally is outlined in de- 
tail further along in this report. It is of inter- 
est, however, to note that some of the leading 
shippers of spruce are on the verge of moving 
the price list to a higher level, the advance 
on both dimension and random sizes to be either 
one or two dollars, probably the latter, and 
to be effective from April 1. Most of the Maine 
mills are in enforced idleness, as their log sup- 
ply has been exhausted and fresh supplies will 
not be available until the ice leaves the rivers 
and the drives of new logs get under way 
in late May or early June. The latest snow- 
fall of thirty inches in northern Maine prom- 
ises to fill the streams to a good driving pitch 
when the ice goes and the new drives of logs 
begin to move. 

On West Coast lumber received by water at 
all ports along the Atlantic seaboard, a new 
ruling governing payment of freight has just 
been made by the regular intercoastal steam- 
ship lines, to become effective on May 1. It 


reads: “Ocean freight and other charges, where 
not prepaid,. are payable net cash _ before 
delivery of cargo, and no cargo is to be 


booked or carried on any other condition. 
If freight or other charges on lumber are not 
paid within 96 hours after discharge ex ships 
tackle, an additional charge of 25 cents per 
thousand feet for each ten days or fraction of 
delay in such payment, will be assessed. The 
carrier retains a lien upon the stock until all 
charges are paid.” The penalty feature is new. 
The lien upon the stock held by the carrier has 
always been held to survive the delivery of the 
stock and follows it until the charges are paid. 
There have been few cases, however, where the 
carrier has found it necessary to exercise its 
lien upon the stock in order to collect its 
charges. 

A couple of Government financed projects 
that will call for considerable lumber have 
made their appearance in the market. One is a 
W.P.A. sewer construction job at Cranston, 
R. I., which calls for 5,000,000 feet of spruce 
timber, mostly 2-inch plank of specified lengths, 
12 to 20 feet, all to come from American mills. 
A second project that is being backed by 
F.H.A. insurance is that by the Oakland Con- 
struction Co., that has just started excavations 
in Wakefield for 70 frame houses, 22 x 31 feet, 
1% stories. to sell for $3,500 each, including 
the lot. A second group is planned in one 
of the suburbs north of Boston, and at a point 
100 miles west of here—near Springfield— 
work will soon be started upon the develop- 
ment of a large scale community where the 
complete modern home will sell for $2,900. 


WEST COAST WOODS— Deliveries by 
water at Boston in March will total approxi- 
mately 10,500,000 feet, and compare with 
7,685,451 feet in February, and 10,039,216 feet 
in March one year ago. The average in 
March in the previous ten years was 11,533,- 
097 feet. There are few unsold parcels at 
the docks here. C.if. prices for mill ship- 
ment lots of dimension are very firm at the 
$6 discount from page 17 of West Coast list 
33, but as no ship space is available before 
early June; the new advanced freight rate 


of $16 effective May 1 has already been dis- 
carded, as shippers are bidding $17 and $18 
for space for May or early June loading. In 
this situation, local wholesale offices and 
mill representatives are booking very little 
business calling for mill shipment, as the 
yards are inclined to cover current needs by 
picking up small lots from spot wholesale 
stocks. Few of the retail yards have well 
rounded stocks of either fir dimension or 
boards, and are content to await price devel- 
opments as the season progresses. Transit 
offerings of dimension, and spot stocks of 
boards at the terminals, at current prices, 
call for some selling pressure, as transit lots 
of dimension are firm at the mill shipment 
discount of $6, while parcels of boards at 
the terminals are a trifle easy at $29.50@30 
for No. 2, and $27@27.50 for No. 3. Some 
holders will quote boards at 50 cents under 
these figures in an effort to move accumu- 
lations and avoid storage charges. It is 
understood here that many mills have been 
forced to curtail production or turn to the 
interior rail markets to find an outlet for 
accumulations. 


EASTERN SPRUCE—The yards are plac- 
ing orders sparingly, though prices for more 
than a year have tended steadily upward, 
and today are very firm, influenced chiefly 
by the pressure upon Canadian manufac- 
turers to produce and ship freely to England 
on war orders. The Maine mills have full 
order files, and on some of the more pop- 
ular sizes of both dimension and boards are 
heavily oversold. For 2x3-, 4- and 5-inch 
dimension there is a steady flow of carload 
orders at very close to $34, but there is little 
tendency to place round-lot schedules. For 
3x4- and 4x4-inch, the delivered price range 
is $35@36; 4x6- and 6x6-inch, $37, and up to 
$42@43 for the 2x10- and 12-inch. Boards 
have not sold freely but, as there is no sur- 
plus of dry stock, the 6- and 7T-inch stock 
boards are uniformly held at $38@39, the 
8- and 9-inch at $39@40, and the 10- and 
12-inch generally at $43. For the 1x2- and 
3-inch bundled furring, there is an active 
demand at $32@33. 


LATH AND SHINGLES—Most sales of 
standard 1%-inch spruce lath are at $3.50 
per thousand delivered at Boston rate points, 
with the wider size as low as $3.90 and as 
high as $4.10. Improvement in the demand 
for eastern white cedar shingles recently 
noted in this column, continues, cutting 
deeply into current supplies of the lower 
grades of 2nd clears and clear walls, now 
firmly held at $3.10@3.25. The top grade of 
extras are strong at $4.35 per square, and 
cléars at $3.95. Sales of West Coast red ce- 
dars have increased, but volume has not 
reached normal for spring. Delivered at New 
England points by rail, current prices per 
square range $4.59@4.66 for the 18-inch No. 
1 Perfections, with the 16-inch 5X No. 1 at 
$4.21@4.26; No. 2, $3.52@3.56, and No. 3, 
$2.76@2.86. The British Columbia and Wash- 
ington mills vary not more than 5 cents per 
square in quotations for each grade. Small 
lots from local storage sell to dealers at: 
Perfections, $5; 5X No. 1, $4.60@4.70; No. 2, 
$4.25, and No. 3, $3.40@3.50. 


EASTERN HARDWOODS—Very little lum- 
ber has been moved from the mills during 
March, due to unusually difficult road con- 
ditions. Practically all shipping-dry lumber 
at the mills is covered by orders, chiefly for 
inch and thicker maple, from the furniture 
factories, though there is an active call for 
FAS inch birch at prices that rule at $4 to $6 
under maple. FAS inch maple from the larger 
mills is held at $80@85 delivered, with the 
2-inch at $95@98. Sales of 2-inch full length 
plank, to grade No. 2 common and better, at 
$68@72 for use at the wood heel shops, con- 
tinue well below normal, as shoe plants at- 
tempt to popularize the new “wedge” type 
of heel made from the western pines—chiefly 
Ponderosa. Most sales of the short, cross- 
eut 2-inch maple are at $74@76. 


PINE BOXBOARDS—The supply of inch 
round edge has increased steadily of late, 
and is in good balance with demand, as the 
box shops have not bought freely during the 
past month. There are lots available f.o.b. 
fhe mill yards as low as $12, with the better 
lots at $14@15, and the 14%4- and 1%-inch at 
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$15@17. Square edge No. 4 common 6- to 
10-inch is held at $25@28 f.o.b. shipping 
point. There is a full supply of all sizes, but 
the lots 5-inches and under are little in- 


quired for. 


C. E. Price, sales manager for the Clark & 
Wilson Lumber Co., operating two fir mills in 
Portland and one in Prescott, Ore., and one 
of the three largest lumber producers on the 
West Coast, was a Boston visitor last week in 
conference with his New England representa- 
tive, Ralph J. Evans, Boston. 


lire on March 23 destroyed the plant of the 
Moosilauke Lumber & Bobbin Co., with a loss 
estimated at $50,000. 


Leslie Beane, of the Forest Service, as di- 
rector of log salvage, has been transferred to 
headquarters in Washington and is succeeded 
at Boston by Jack Campbell, whose title will 
be assistant director. 


The Springfield (Mass.) Millwork Co. has 
been incorporated with a capital of $25,000 by 
3ertrand St. Martin and Charles J. Weston, 
of Springfield, and Charles S. Ballard. of 


Hampden. 
Buffalo, N. Y. 


The lumber trade is still rather slow, being 
held back to a large extent by bad weather. 
Western New York has had a large amount 
of snow to contend with during the past 
month. Floods have been following heavy 


snow@drifts, and much ground is now under - 


water. 


HARDWOODS—Demand is chiefly for 
stocks wanted immediately. Inquiry is be- 
coming more satisfactory, now that spring 
weather has arrived. The tendency among 
furniture manufacturers is to await the out- 
come of the spring shows. 


WESTERN PINES—Selects are reported to 
be easy in price, with common lumber firm. 
California sugar pine prices have been re- 
duced lately, and are reported to be weak. 


NORTHERN PINE—Trade is somewhat 
curtailed, owing to the bad weather. The 
amount of lumber offering is not regarded 
as heavy. 


NEW YORK, N. Y. 


Due to unfavorable weather and road condi- 
tions in the suburban and rural sections, the 
movement of lumber from yards to jobs has 
held well below the average for the opening 
of the spring building season. The industrial 
trade of the yards on Manhattan, which runs 
chiefly to small lots for repairs and remodeling 
in the business sections, has been in larger 
volume than usual at this season. On the other 
hand, the dealers on the eastern side of Jersey 
and at the upper end of Long Island, while 
booking very few new house building schedules 
through March, anticipate a revival of activity 
in development projects as labor costs again 
tend toward normal. 


The yards are placing orders with extreme 
caution, despite the fact that price levels for 
many of the major lumber items are ad- 
vancing, and ship space for moving West 
Coast cargoes is taken up well into the sum- 
mer months and at premium rates. Local 
wholesale offices report active sales in small 
lots from local stocks, usually at the $4.50 
and $5 discount from page 17 of West Coast 
differential list 33, the higher price covering 
the 2x10- and 12-inch and the larger timber 
sizes. For dimension schedules calling for 
direct shipment from the mills, the discount 
ranges from $5 to $6, with most sales very 
close to the latter figure. Lack of inter- 
coastal tonnage is partly offset by pressing 
into service a number of small coastal 
boats, with capacity for one and two mil- 
lion feet, to take the place of boats of the 
regular fleet that carry four to eight mil- 
lion feet. It is reported that all such space 
available for loading before early July has 
been snapped up, and in the interim it 
will be difficult to close new business that 
calls for reasonably prompt loading. Re- 
ceipts at the local terminals in March ran 
well ahead of both January and February, 
but there were few unsold lots landed either 
of fir dimension or boards. The yards are 
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buying boards freely at $29.50@30 for No. 2 
c.i.f. at the dock, with No. 3 at $27@27.50. 
It is a sharp trading market, and if there 
are any price concessions they are due to the 
cash or high credit standing of the buyer. 
It is that same consideration that secured 
the small amount of ship space that has 
been available through March. 

Buying of eastern spruce has been slug- 
gish through the past month as, by reason 
ef the strong price position of the Canadian 
and Maine mills with little pressure to sell 
by the former group, the yards have bought 
sparingly and to cover current needs only. 
Most sales are of carload lots of dimension 
and boards. The price trend is definitely up- 
ward, but there have been no recent quotable 
advances. Delivered by rail at Harlem River 
rate points, the smaller dimension sizes, 
2x3-, 4- and 5-inch, sell at $35@36; 6- and 
8-inch, $40@41, and 10- and 12-inch at 
$44@45. There are few small cargo sales 
at $36.50@37.50, with random lots $1@2 
lower. 
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Baltimore, Md. 


LONGLEAF PINE —Improvement in the 
weather has brought an increasing demand. 
Prices show firmness, with assortments large 
enough to take care of current needs. 


NORTH CAROLINA PINE—More season- 
able weather has tended to stimulate demand 
for building lumber and helped prices. Con- 
sumption by box makers is well sustained. 


WEST COAST WOODS—The market for 
West Coast woods has shown some further 
expansion. Quotations have been little 
changed. 


HARDWOODS—Requirements of domestic 
users appear to be expanding, and business 
is on the increase. Export orders are being 
received in limited numbers, but tonnage is 
still difficult to obtain. Stocks are about up 
to requirements. Prices are expected to show 
the influence of rising costs. 








OBITUARY RECORD 








J. E. FROST, 74, lumberman, civic and State 
leader, and known as the best informed man 
on the conditions and resources of Washing- 
ton State, died March 24 at his home in 
Seattle. Mr. Frost went to Washington from 
New York in 1889, and located at Ellensburg, 
Wash. Mr. Frost’s logging and lumbering 
experience began in 1919, after he was active 
in other fields, and continued until his death. 
In 1918 he became manager of the Cedar 
Lake Logging Co. and subsequently became 
vice president and manager of the Wallace 
Falls Timber Co., near Gold Bar, Wash., 
where he spent much of his later life. Later 
he served as vice president of the San Juan 
Bay Timber Co. (Ltd.). For many years he 
was a director and vice president of the Log- 
gers’ Information Association. He is sur- 
vived by his widow, a daughter and by two 
grandsons. 


HORACE A. GRAY, 64, senior member of 
the firm of Gray Lumber Co., Waverly, Va., 
lumber manufacturers, and one of the most 
prominent business men in southeastern Vir- 
ginia, died at his home at Waverly, March 30. 
In addition to heading the lumber company, 
Mr. Gray was president of the Bank of Wav- 
erly in recent years. About 1884 he became 
associated with the lumber firm established 
by his father and two older brothers near 
Suffolk, Va. They operated in that area and 
in eastern North Carolina until 1905, when 
they moved to Waverly, developing there one 
of the largest lumber plants in the south- 
eastern section of the State. In recent years 
the company established a branch plant near 
Newport News. His widow, and a son survive. 





WESLEY BARNES, 98, who in 1885 intro- 
duced and sponsored a bill in New York’s 
Assembly which created the State Forest 
Commission, died March 28 at his home in 
Olmstedville. For many years he was a 
lumberman, and in 1885 and 1886 was a mem- 
ber of the Assembly. He was Essex County’s 
last surviving Civil War veteran. He cast 
his vote by mail for Lincoln in 1864 and last 
November voted for the 77th consecutive 
time. He spent his entire life in the Adiron- 
dacks and lived in the house where he was 
born. .His measure designated 720,744 acres 
of land as nucleus of the present forest pre- 
serve of nearly 3,000,000 acres. Three daugh- 
ters survive. 


JOHN CORKERY, one of three brothers 
prominently identified with logging opera- 
tions on Grays Harbor, Wash., for many 
years, died March 25 in Portland, Ore. The 
Corkery interests played an important part 
in the logging and lumbering development 
of Grays Harbor just after the turn of the 
century. John Corkery at that time was 
associated with his brothers, the late William 
Corkery, and George Corkery, who survives. 
Of recent years John Corkery had made his 
home in Seattle. He was one of the stock- 
holders of the Donovan-Corkery Logging Co., 
the Hobi Timber Co. and the Corkery Log- 
ging Co. 


ALFRED G. CHAMBERS, 84, pioneer Maine 
lumberman, died March 14 in Bangor, Me. 
He entered the lumber industry when 17 with 
his father, and the two went into partnership 
five years later. After a few years he was 
in partnership with John W. Hinch for 25 
years. During this period, Mr. Chambers 
established a record which has never been 
broken when he took 90,000,000 feet of logs 
in a drive down the Penobscot. Mr. Cham- 
bers later became president of the Springer 
Lumber Co., and in recent years was asso- 


ciated with Frank Thatcher of Bangor in 
manufacturing railroad ties. Two daughters 
are left. 


H. J. M. JORGENSEN, 77, president of the 
Jorgensen-Bennett Manufacturing Co., Mem- 
phis, Tenn., and a pioneer of the hardwood 
industry in the South, died March 24. Mr. 
Jorgensen had never recovered from an in- 
jury suffered in January, 1939, when he was 
struck by an automobile. Born in Denmark, 
he came to the United States and settled in 
Memphis in 1889. Thirty-five years ago he 
founded the corporation which bears his 
name. His.widow, two children, H. J. M. 
Jorgensen, Jr., secretary-treasurer of the 
company and a daughter survive. Mr. Jor- 
gensen. was a past president of the Lumber- 
men’s Club. 


GEORGE C. COERPER, 75, president, 
Coerper Brothers Lumber Co., Milwaukee, 
Wis., died March 19 at his home following 
an illness since last September. He had been 
a resident of Milwaukee since 1901. With 
his brother, William F. Coerper, who passed 
away in Milwaukee March 6, he organized 
the lumber company. Surviving are a son, 
Stanley, secretary-treasurer of the lumber 
firm; three brothers and a sister. Mr. Coerper 
was a member of the Wisconsin Retail Lum- 
bermen’s Association. 


ARTFORD B. CARSON, 59, a former asso- 
ciate editor of the AMERICAN LUMBERMAN, 
Chicago, passed away March 22 after being 
in poor health for 20 years. Mr. Carson was 
a friend of scores of Chicago lumbermen. 
Previous to his connection with this publica- 
tion, Mr. Carson was employed in the refer- 
ence department of the Chicago Tribune. He 
leaves a son, Jackson §S. Carson, and a sister, 
Mrs. Alberta Ford. His wife died about three 
years ago. 


CHARLES D. HARPER, 79, well known 
Arkansas lumber operator, died in a Little 
Rock hospital, March 24. He was born at 
Union City, Tenn., and moved to Prescott, 
Ark., in 1900 as an executive of the Prescott 
Lumber Co. When the plant was destroyed 
by fire several years later, he became an 
Arkansas representative for a St. Louis lum- 
ber concern. 


JOSEPH L. CRUPPER, SR., former presi- 
dent of the Joseph L. Crupper Corp., which 
he founded in 1897 and headed until his re- 
tirement, died in a Washington hospital, 
March 28 after an illness of several mormths. 
Joseph L. Crupper, Jr., was associated with 
him, but ‘later the son entered the wholesale 
trade. He is survived in addition to the son, 
by his widow and four daughters. 


WILLIAM S. GRAY, 98, pioneer lumberman 
of Rochester, Ind., died March 27 in his home. 
He was wounded at Chicamauga in the Civil 
War and marched with Sherman through 
Atlanta to the sea. Four sons, five daugh- 
ters, 21 grandchildren and 18 great-grand- 
children survive. : 


MRS. H. C. POPE, 76, widow of Jasper R. 
Pope of the retail lumber firm of J. F. Pope 
& Son in Beverly, Mass., died March 23. She 
leaves two sons, Chester and Ruel, who since 
the death of their father in 1918 have oper- 
ated the business which was founded by their 
grandfather, Jasper F. Pope. 


MRS. HARRIS H. WARNICK, wife of the 
president of the Puget Sound Manufacturing 


(Continued on Page 80) 
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Yard Stock Spectatdst 
SOUTHERN Ads 


a) i l= Gs 
HARDWOODS 


OR 
STRAIGHT 
CARS. 
BAND-SAWED 
Prompt attention to inquiries 
and orders. Write today. 


 BUGHANHN 













TEXARKANA, ARK.-TEX. 


Ui AND BIRCH 
FLOORIN G 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


&SIWwELLAS 


LUMBER COMPANY 


Amemecanfiumberman 
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YARD, MILL 








MANUFACTURERS 
L MENOMINEE = MICHIGAN. J 





Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 











HOTEL BENSON 


PORTLAND 
OREGON'S 


Distinctive Hotel 


Centrally lo- 
cated. Air condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 


All rooms with 
bath. Reasonable 
rates. 


R. K. KELLER 
and W. E. BOYD, 


Managing Directors 


ROSS FINNEGAN, 
Manager 








FRED C. KNAPP, Portland, Or. 
BUYS AND SELLS 


WESTERN TIMBER LANDS 














Newsy Notes of Persons and Places 


and OFFICE 





A pleasure trip into southern California was 
enjoyed recently by O Johnson, president 
of the Union Lumber Co, of San Francisco. 


kdwin B. Lindsay, executive vice president 
ot Douthern Lumber Co. in Warren, Ark., has 
been vacationing at Delray Beach, Fla., with 
his tamily. 


E. F. Paulus, vice president and treasurer 
o1 tne Bradley Lumber Co., Warren, Ark., has 
recently returned to his home from the Barnes 
hospitat in St. Louis where he underwent a 
iuajor operation. 


The MacLea Lumber Co. in Baltimore has 
moved into the new annex to its ofhice which 
gives the concern twice as much space. The 
miterior 1s paneled with butternut, and the floor- 
ing is oak in random widths. 


The closing down of the sawmill of the 
Jackson Lumper Co.’s 38-year-old operation in 
Lockhart, Ala., was effective March 9 after 
the timber supply was cut out. The company 
will continue to operate its planing mill. 


Hale Greenman was recently appointed rep- 
resentative of MacDonald & Harrington, San 
I‘rancisco wholesalers, in San Joaquin Valley, 
with headquarters in Fresno. Until recently he 
was with Medford Corp., Medford, Ore. 


S. L. Crawford, credit manager of the John 
Dower Lumber Co., in Tacoma, Wash., was 
elected vice president of the Pacific Northwest 
Credit Men’s Council at that organization’s 
recent convention in Bellingham, Wash. 


Walter Kennon, who represents the Picker- 
ing Lumber Co. of Tuolumne, Calif., expressed 
himself as pleased with conditions when he 
visited lumber companies in Baltimore last 
week during his annual tour of the East. 


J. P. Weyerhaeuser, Jr., executive vice presi- 
dent of the Weyerhaeuser Timber Co., has been 
re-elected to the board of directors of the 
Tacoma, Wash., Y. M. C. A., an organization 
in which he has been active for many years. 


R. A. Huffstetler, president and treasurer of 
the Lexington Lumber Co., Cayce, S. C., has 
been chosen chairman of the Y.M.C.A. spring 
membership drive in Columbia, S. C. He is 
— of the Carolina-Virginia Hardwood 

ub. 

The Walthall County Lumber Co. plans to 
move from Tylertown, Miss., to Hammond, La. 
The mill, established 25 years ago, employs 
over 50 men. Enough timber for five or six 
years of operation is owned in the Hammond 
vicinity. 

H. Morton Jones, president of the R. T. 
Jones Lumber Co., North Tonawanda, N. Y., 
has been chosen a member of the Miami Beach 
(Fla.) “Committee of 100.” He has a home 
in that city, where he spends part of each 
winter. 


Herbert E. Hill, president and treasurer of 
the Speedway Lumber Co., Indianapolis, Ind., is 
a candidate for the Republican nomination for 
State representative. He is a graduate of But- 
ler University and the Harvard business admin- 
istration school. 


F. C. Durham, vice president of W. J. Dur- 
ham Lumber Co., Neenah, Wis., spoke recently 
before the Lions Club of his city on “Modern 
Trends in Building.” A portion of his talk 
was devoted to a brief discussion of pre-fabri- 
cated home construction. 


After a vacation of five weeks in Miami, I. 
Elson of the Elson Lumber Co., Inc., New 
York City, is back at his desk. He enjoyed 
the sojourn a great deal, but sympathized with 





the growers of fruits and vegetables who suf- 
fered losses due to the unusual cold weather. 


L. Alan Dill, president James Lumber Co., 
Baltimore, Md., has resigned as national coun- 
cillor representing the Baltimore Lumber Ex- 
change in the Chamber of Commerce of the 
United States. Mr. Dill has just been elected 
president of Hopkins Place Savings Bank, 
Baltimore. 


Friends of R. E. Wert, retail manager of 
the Long Lake Lumber Co., Spokane, Wash., 
will be sorry to learn that he is still in the 
Sacred Heart hospital. It is hoped that he 
will soon be able to leave the institution. Dur- 
ing his illness his place has been taken by 
Harry Wall. 


Marco J. Heidner, wholesale exporter and 
importer of lumber and plywood in Tacoma, 
Wash., has been taken home from an Olympia 
hospital which he had been in since critically 
injured in an automobile accident, Feb. 2. It 
is expected that he will be confined in his home 
for two months. 


The Bissell Lumber Industries, Hawkins, 
Wis., has started its season’s cut of lumber that 
has come from the woods during the winter. 
The hardwood is being sawed first to get it 
out of the way before warm weather. A large 
amount of hemlock and white pine is included 
in this year’s cut. 


Mrs. Anna Schiffmann, who until recently 
operated the retail lumber business founded by 
her late husband, Carl Schiffmann, observed her 
90th birthday, March 3. The business is now 
in charge of her son-in-law, Edward Wear, 
although Mrs. Schiffmann is still head of the 
Chicago firm. 


Harry L. Vetter, president of the National 
Lumber Co., is spending the month of April 
in Dania, Fla. H. B. Gorsling, secretary-treas- 
urer of the company, has returned from sev- 
eral weeks’ stay in St. Petersburg, Fla. Sher- 
burn B. Forbush, of the Forbush Lumber & 
Coal Co., Hamburg, N. Y., is vacationing in 
Hollywood, Fla. 


At the recent annual meeting of the Santa 
Cruz (Calif.) Lumber Co. there, the following 
officers were elected: J. R. Williamson, presi- 
dent; Don Ley, vice president, and E. E. Car- 
riger, secretary. Directors re-elected were 
Samuel Leask, Walter Byrne, Otto Jensen, J. 
R. Williamson, and Don Ley, who succeeds his 
father, the late George Ley. 


Recent visitors to Buffalo lumber offices 
included: W. Charles McDonald, Canada Soft- 
woods, Ltd., Montreal, Que.; Charles B. Hur- 
ley, vice-president, Pacific National Lumber 
Co., Tacoma, Wash.; H. R. MclIntee, assistant 
secretary, Horner Flooring Co., Dollar Bay, 
Mich.; Arthur E. Lane, A. E. Lane Mill Serv- 
ice, New York; L. A. Edington, New York, 
representative of Deer Park (Wash.) Lumber 
Co. 

M. J. Wallrich, Wallrich Lumber & Fuel 
Co., Shawano, Wis., observed his 83rd birthday, 
March 25. He has been connected with the 
lumber industry most of the half century which 
he has been a citizen of Shawano, and was 
recently complimented as a pioneer forester by 
the Wisconsin Conservation Commission. Mr. 
Wallrich is still actively identified in the busi- 
ness and has one of his sons associated with 
him. 

Two lumbermen in Warren, Ark., have _re- 
cently moved into new homes in that city. For- 
rest W. Girdner, pine sales manager for the 
Bradley Lumber Co., has moved his family into 
a two-story frame structure built entirely with 
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Bradley pine and hardwoods. W. R. Warner, 
assistant manager of the Southern Lumber Co., 
and his family have moved into their remodeled 
home which is constructed with hardwoods and 
pine from the Southern Lumber Co. 


More than 400 residents of Trout Creek, 
Mich., and its adjacent area were present at a 
testimonial dinner for M. J. Fox on March 3 
in the Trout Creek high school. The veteran 
lumber manufacturer was honored for starting 
up the mill of the former Weidman Lumber 
Co. last October after it had been idle two 
years, and giving employment to over 70 resi- 
dents of the community. About twenty officers 
and employees of the Iron Mountain mill of Mr. 
lex accompanied him. 


Recent visitors to the Pacific Coast, spend- 
ing time both in San Francisco and Jos An- 
geles, included S. L. Boyd, B. C. Spruce Mills, 
Ltd., Minneapolis, Minn., accompanied by Mrs. 


Boyd; Edwin W. Tibbetts, vice president, 
Brockway-Smith-Haigh-Lovell Co., Boston, 
Mass.; R. W. Fullerton, president, Bradley 


Lumber Co. of Arkansas, Warren, Ark., and R. 
W. Hanly, the company’s flooring sales mana- 
ger; Harry T. Kendall, general manager, Wey- 
erhaeuser Sales Co., St. Paul, Minn., and Mrs. 
Kendall. 


RETAIL YARD CHANGES 


Tacoma, WasH.—A. L. Weber has been ap- 
pointed manager of the local branch of the 
John Dower Lumber Co. He has been assis- 
tant manager of the company since 1937. He 
formerly was employed by the St. Paul & Ta- 
coma Lumber Co. 





ArtHor, Itt.—J. N. Brannah of Aurora is 
the new manager of the Arthur Lumber & Fuel 
Co., succeeding Roy H. Reeves who has re- 
tired. 

CARPENTERSVILLE, ILt.—Albert Cherrie, man- 
ager of the Alexander Lumber Co. here, has 
resigned to take a needed rest before re-locating 
his home and occupation. Peter Huehn has 
been transferred from Hubbard Woods to take 
Mr. Cherrie’s place. 


BELLEFONTAINE, Ovio—Paul L. Stewart has 
come here from Huntington, Ind., as manager 
of the Bellefontaine Development Co.’s retail 
lumber yard. 


Cuenoa, Itt.—Thomas E. Brady of Eagle, 
Wis., is the new manager of the Alexander 
Lumber Co. in this town. 





Chicago Lumber Salesmen's Group 
Holds Luncheon Meeting 


The Chicago Lumber Salesmen’s Group held 
a luncheon-meeting at the Brevoort Hotel Gold 
Room, March 28. Assembled at the call of 
Chairman Minor E. Botts and Secretary Ray- 
mond Yates, 36 members of the group, all 
salesmen in the Chicago area, responded. Fol- 
lowing the luncheon a talking moving picture, 
showing the beauties of Mexico and some of 
its historical ruins, was presented by representa- 
tives of the Missouri Pacific Railroad. Chair- 
man Botts introduced the movie with a brief 
resume of the part the Missouri Pacific played 
in opening up the lumber resources of the South- 
west. 





Lumbermen Finish Study Course 


BaLtrmorE, Mp., April 1.—The last session 
of the school for lumbermen conducted under 
the direction of Phillips A. Hayward, chief 
of the Forest Products Division of the Depart- 
ment of Commerce at Washington, was held 
the evening of March 29 with about twenty-five 
students present. Mr. Hayward discussed the 
identification of woods, and referred to the pos- 
sible shortage of pulpwood as a result of the 
conquest of part of Finland by Russia and 
stated that in the long run the American mar- 
ket might be affected. He devoted most of 


the period to the consideration of better mer- 
chandising, by way of an introduction to the 
new series of lessons which will be started by 
G. L. McKinney, of Washington. This course 
is based on “Tested Selling Methods.” Mr. 
McKinney is now lining up various cities with 
the object of forming classes there. 





Three Baltimore Lumber Firms At 
Least 100 Years Old 


BaLtimoreE, Mp., April 4—Among the firms 
here which have been placed on an honor scroll 
by the Baltimore Association of Commerce be- 
cause of continuous existence for 100 years or 
more are the lumber concerns of George J. 
Storck & Son, Price & Heald, and the Kimball- 
Tyler Co. The Storck company started in 1840 
and is still managed by descendants of the 
founder, the Kimball-Tyler Co. opened in 1834, 
and Price & Heald in 1832. 

Altogether there are 61 firms on the honor 
roll. Heads of the companies attended a ban- 
quet in the Lord Baltimore Hotel, April 3, at 
which H. W. Prentiss, Jr., president of the 
National Association of Manufacturers, spoke 
on “Business Leadership.’ 





NATIONAL CHAMBER ADVOCATES 
RENTAL AID INSTEAD OF MASS 


HOUSING SUBSIDIES 


WasHineton, D. C., April 3—A_ special 
report on “Improvement of Housing in Cities” 
emanating from a special committee of the 
Chamber of Commerce of the United States 
advocates the substitution of a program of 
subsidizing the family, rather than subsidizing 
the erection of the house in which it lives. It 
says that “This country can not afford to solve 
the housing problem of the lowest income fam- 
ilies with new publicly-owned housing. To 
spread the benefits of the present Federal pro- 
gram equitably would involve expenditures or 
subsidies which place an intolerable burden on 
taxpayers, many of whom would be living, as 
is now the case, in dwellings inferior to those 
which are subsidized. It would be a serious 
mistake to commit the Government to a perma- 
nent policy of providing subsidized new dwell- 
ings for low-income families, which the present 
program does by undertaking to subsidize the 
dwellings over a period of 60 years. If the 
subsidy is given to the family and not to the 
dwelling, it can be eliminated when the family 
no longer needs this assistance.” 

The committee offers the following construc- 
tive suggestion: “The most urgent immediate 
need and opportunity is to improve housing 
legislation, in order to compel the repair of 
dwellings below minimum standards and the 
demolition of those which are unfit and are 
beyond repair. This program should be worked 
out in co-operation with local relief administra- 
tions, in order that families which might other- 
wise suffer hardship through a thorough-going 
enforcement of existing legislation in this field 
will receive assistance in adjusting themselves, 
including rental aid where needed.” 


National Retail Denounces Mass Housing 


Along the same line of attack on US Housing 
Authority, the National Retail Lumber Dealers 
Association came out this week with a vigorous 
bulletin denouncing the efforts now being made 
to put through legislation which would give 
USHA _ $200,000,000 for subsidizing the con- 
struction of small homes in rural communities 
and $600,000,000 for slum clearance projects in 
cities. 





“Costs or Tractor LoccGING IN SOUTHERN 
Pine,” by Robert E. Worthington, is now avail- 
able for distribution upon request, addressed 
to Southern Forest Experiment Station, New 
Orleans, La. 
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Use DONLEY 
Steel Area Wall 


You save 50% of normal masonry area wall 
costs by using these ready built. low - priced 
Donley steel area walls that require a minimum 
of installation time. 

Ribbed arch shape for strength. Made of 
copper ane steel, spray painted with two 
coats of high grade protective paint. Also avail- 
able with a _ protective coating of porcelain 
enamel. End flanges are perforated for fastening 
to foundation where desired, but in many in- 
stallations, earth pressure alone holds area wall 
in place. Smooth, light color reflects maximum 

Made in three standard 





sizes (see table). 


or 
No. Window Sizes 
1 3 10x12 


22 Ibs. 


a 27 Ibs. 


” 





for turther details about the 
Donley Steel Area Walls. write 
for free 44 page catal which 
also describes many other arti- 
cles to make homes more con- 
venient and easier to sell. 


the DONLEY 


BROT HERS COMPANY 
13928 Miles Ave., Cleveland, Ohio 


2 EXTRA INCOME per day 
Can be YOURS Mr. Dealer .... 


% Records show many h carpen- 
tors—contractors—painter $ and pe mag ‘and others, 
are paying dealers as much as $9.22 extra income per 
day for sander rental service and finishing supplies. 


Watch Profits Grow with the New Lincoln 
Streamlined SPEED-O-LITE! 


It is definitely pd that every lumber 
dealer needs a rental sander to generate extra 
sales on finishing supplies, in ad- 
dition to earning $3 to $5. daily 
in rental vr You, too, can make 
MORE MONEY by installing the 
new Streamlined Lincoln Speed-O- 
Lite sander. Best of all—our lib- 
eral terms enable you to invest in 
this profit making equipment, ac- 
tually own it out of only 
a ye of your profits. 
Write 






























LINCOLN. SCHLUETER 


N 


MA 


World’s Mfr. of Most Complete Line of Floor Maintenance Equip’t 





GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 














Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 
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Here’s What's New 


Louvre Ventilator Provides Attic 
Cross-Ventilation 

The Milcor Steel Co., Milwaukee, Wis., has 
announced a new stationary louvre attic ven- 
tilator for home construction, designed to ful- 
fill a two-fold purpose—to provide generous 
attic cross ventilation to relieve top floor heat- 
ing, and to provide similar ventilation in win- 








ter to prevent moisture condensation from sat- 
urating the insulating materials in walls and 
ceilings. Made of galzanized, weather-resistant 
steel, and painted before shipment as an added 
protection, the ventilator is made in four stand- 
ard sizes. If, for some reason, it is desired to 
close the ventilator, a wire fly-screen covering 
on the inside can be removed and sheet metal 
or cardboard slipped into position to prevent the 
entry of cold air. Louvre Ventilator Circular 
No. 171, available from the company, gives full 
details. 


Improved Rental Type Sander 
Now Being Offered 


The Lincoln-Schlueter Floor Machinery Co., 
213 W. Grand Ave., Chicago, announces a new 
improved Lincoln Speed-O-Lite rental sander, 
designed for ease of operation and ease of serv- 
icing and replacement of sandpaper and parts. 
The aluminum frame is rigidly fastened to a 
steel chassis; the balanced sanding drum is cov- 
ered with a resilient rubber cushioned pad; and 
there is a ball bearing, constant speed, specially 
wound electric motor. Entire control of the 
machine is through the guide handle, and the 
speed has been stepped up to 1600 R.P.M. Elec- 
trical equipment  con- 
sists of an_ enclosed 
safety tumbler switch 
used for accommodat- 
ing 110 or 220 volts 
A.C., with direct cur- 
rent motor furnished on 
special request. The sale 
of finishing supplies, 
sandpaper replacements 
and other materials adds 
to the rental income of 
this type of machine. 
New window displays, 
counter cards, two-color envelope stuffers for 
mailing, and newspaper mats for local advertis- 
ing are included with the installations of the 
machine. Details are available from the manu- 
facturer. 





Color Fastness Is Feature of New 


Stain for Wood Shingles 


The Protection Products Manufacturing Co., 
Kalamazoo, Mich., recently announced a new 
type of shingle stain which is said to hold color 
longer without bleeding or running, and at the 
same time protect the shingle against rot, 
warping and curling. The product, Woodlife 
Shingle Stain, is blended at the time of using, 
from concentrated color pigments ground in 


oil, using either Woodlife toxic water repel- 
lent or Woodyouth water repellent. New 
shingles are given a short immersion, with two 
and one-half to three gallons of stain covering 
1,000 shingles. The stain is also suitable for 
restaining and protecting shingles on old 
houses and roofs by spraying or brushing, with 
the coverage averaging about 300 square feet 
per gallon. According to the manufacturer the 
preservative solutions effectively retard mois- 
ture absorption and penetrate into the wood. 
In keeping with modern trends in architecture, 
the new shingle stain is said to forecast wider 
opportunities for the satisfactory use of color 
on shingle sidings and roofs. Details are avail- 
able from the manufacturer. 


Improved Screen Door Grille Easily 


and Quickly Installed 


The Macklanburg-Duncan Co., Oklahoma 
City, Okla., recently improved its Nu-Way 
screen door grille which permits installation in 
five or six minutes. End-threaded horizontal 
bars allow maximum adjustment of two inches 
on each end, which eliminates the necessity of 
cutting the bars. Quick installation is made by 
adjusting end caps and attaching screws. The 
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grille fits snugly against the screen cloth. Fur- 
ther details may be obtained from the manu- 
facturer. 


Asbestos-Cement Siding Shingle Has 
Low-Gloss Mineral Glaze 


The United States Gypsum Co.. 300 W. 
Adams St., Chicago, recently announced the 
general release of “Glatex,” a new process fin- 
ish for asbestos cement siding shingles. Ac- 
cording to the company, it is a permanent min- 
eral glaze, baked on and into the shingles at 
high temperatures. Oil, grease, soot, and other 
stains can be removed from this surface with 
soap and water, and acids do not affect it. The 
shingle, practically self-cleaning, like a fine 
china dish, does not have china’s high gloss 
which would be objectionable in a sidewall ma- 
terial. The initial cost of this product compares 
favorably with ordinary sidewall material, and 
as it is designed to stay cleaner through the 
years, upkeep in the way of refinishing is elim- 
inated. Glatex is available in two designs— 
wavy edge and clapboard. The wavy edge is 
available in white, cascade, green and _ silver 
brown, while the clapboard comes in white 
alone. The wavy edge design is textured to 
resemble fine wood graining, while the clap- 


-board has a smooth surface. Details of the new 
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product, which has been developed after three 
years’ research and was first released in a lim- 
ited way commercially in May, 1939, may be 
obtained from the company. 





Full Details on Metal Trim Line 
Presented in New Catalog 


The B & T Floor Co., Columbus, Ohio, has 
just issued Catalog No. 40, dealing with 
Chromedge metal trim. The catalog pictures 
and details 340 different trims, with lip sizes 


CHROMED¢ 

















from one-sixteenth to three-fourths inch, de- 
signed for easy installation. Chromedge trims 
fit pywood, wallboard, wall tile, etc., as well 
as all gauges of linoleum, rubber and other 
composition materials used in floor and wall 
coverings. The catalog contains a general index 
and an index by item numbers. Dealers may 
secure a copy free on request to the manu- 
facturer. 


Painter Kit Priced Low During 
"Open House" Week 


Landon P. Smith (Inc.), Irvington, N. J., 
has just announced a special low-priced “Red 
Devil” painter kit, as a feature of the com- 
pany’s 1940 national hardware open house pro- 
gram. The company, makers of the Red Devil 
line of painters’ and glaziers’ tools, and other 
equipment, points out that the kit will retail 
for a price representing a savings of nearly 
forty percent during the open house week from 




















April 25, to May 4. The kit contains a wood 
scraper, wall scraper, glass cutter, razor blade 
holder and paint and glass scraper, and a flex- 
ible putty knife. Each article is fitted into the 
partition designed for it in an attractive gold 
and red box with cellophane window. [Further 
information on the kit, No. 139, may be ob- 
tained by writing to the manufacturer. 
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New Plywood Selling Kit 
Now Available 


Off the press for M and M Wood Working 
Co., Portland, Ore., manufacturer of fir ply- 
wood, comes a new selling kit titled, “Resn- 
PREST PLywoop Means Business.” Follow- 
ing up this theme, twelve special inserts have 
been developed for specific uses of Resnprest 
exterior plywood. Fields. and uses covered by 
the inserts include complete plywood homes, 
exteriors, trims, curved entrances and flush 





walls, signs, service stations, refrigeration and 
locker plants, boats, poultry and farm uses. 
Other. fields are portable buildings, cabins, 
mulitple use concrete forms, truck bodies and 
trailers. A general folder covering specifica- 
tions is also included. Each insert is devoted 
to a particular field with complete selling in- 
formation plus detailed explanations and _ pic- 
tures of applications and uses of waterproof ex- 
terior plywood. The wide range of subjects 
and examples make this kit a valuable sales 
aid for retail lumbermen. 


Introductory and Trial Offers on 
Streamlined Screen Tacker 


J. B. Crofoot Co., 218 Evergreen Ave., Mount 
Prospect, Ill.; is now offering its No. 760 screen 
tacker on a five-day free trial. The tacker 
using steel staples is said to clamp the screen 
to the wood in about one-fifth the time required 
with hammer and tacks. The tacker is equip- 
ped with claws, enabling the operator to draw 
the screen tight before stapling. The staples, 
cut in strip lengths, easily push into position 
in the tacker, preventing breakage and waste 
of time. Reverse claws for rabbeted screen 
stock are included in each order without extra 
charge if requested. The tacker carries an un- 
conditional guarantee, according to the manu- 
facturer. Details of an introductory offer now 
being made by the company, or information 
about the free trial period will be sent on 
request. 


Steel Area Walls to Provide Light in 
Basements of Low-set Homes 


Steel area walls to provide sufficient light 
in basements of low-set homes have been an- 
nounced by the Donley Brothers Co., 13928 Miles 





Ave., Cleveland, Ohio. Made of copper bear- 
ing steel, spray painted with two coats of high 
grade protective paint, these steel area walls 
have been designed to resist frost movement. 
The units are also available with a protective 


coating of porcelain enamel. End flanges are 
perforated for fastening to foundation where 
desired, but, it is stated, in many installations 
earth pressure alone holds area wall in place. 
Smooth light color reflects maximum sunlight 
to basement. It is stated that 50 percent of 
normal masonry area wall costs are saved by 
using steel area walls. Installation requires 
but a minimum of time. For further details 
write for 44 page catalog describing Donley 
Devices. 


Catalog Shows Angle Shapes as 
Rails for Picket Fence Designs 


The Stewart Iron Works Co., 751 Stewart 
Block, Cincinnati, Ohio, recently issued catalog 
No. 80, which introduces and illustrates appro- 
priate uses of angle shapes as rails to provide 
attractive and sturdy designs in iron picket 
fences. According to the manufacturer, by rea- 
son of the angle rail providing a reasonably 
broad rail surface for the face of the fence, it 
affords an ideal balance to the perpendicularity 
of the pickets and posts, and puts the entire 
line of fence in pleasing harmony with the plane 
of the horizon. Accomplishments of this effect 
are shown in the catalog, proving that the angle 
rail, in addition to its practical features, pos- 
sesses outstanding architectural desirability. The 
catalog, which contains specifications and con- 
struction details, is available from the manu- 


‘facturer. 


Blueprint and Information Available 
on Portable Mill 


The Hart Brothers Machine Co., Clarksburg, 
W. Va., is now sending out, on request, a blue- 
print and full information about the Hart No. 5 
mill. The portable mill is all-steel, electrically 





escemnenss nts 


Fe ee aw 


welded, and equipped with ball and roller bear- 
ings. According to the company it will handle 
any log which a 62-inch saw will cut. The 
headblocks open 46 inches. All requests for 
the blueprint and information about the mill 
should be addressed to the manufacturer. 





Canadian Production—1938 


MontTrEAL, Que., April 1.—Canadian saw- 
mills had a gross production value in 1938 of 
$92,855,906, in comparison with $104,849,785 in 
1937, the Dominion Bureau of Statistics re- 
ports. Production of lumber was valued at 
$72,633,418, compared with $82,776,822 in 1937; 
shingles, $6,894,654, against $7,631,691; pulp- 
wood $3,775,583, against $4,156,149; ties $2,- 
344,596, against $2,395,445; slabs and edgings, 
$1,215,728, compared with $956,476 ; box shooks, 
$990,096, against $1,144,651. 

The lumber cut in 1938, in board feet, was 
as follows by Provinces, with 1937 figures in 
brackets: British Columbia, 2,044,876,000 (2,- 
072,675,000) ; Quebec, 724,652,000 (700,530,- 
000); Ontario, 439,397,000 (539,828,000) ; New 
Brunswick, 223,384,000 (306,823,000) ; Nova 
Scotia, 141,504,000 (178,160,000); Alberta, 
102,070,000 (101,420,000) ; Manitoba, 52,190,- 
000 (58,114,000); Saskatchewan, 35,753,000 
(41,739,000) ; Prince Edward Island, 4,525,000 
(6,312,000), 
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HUTHER Bros. 


Dado Head 


Fits any saw mandrel. 
Cuts perfect grooves, 
any width, with or 





across grain. Guaran- 
teed to do your work 
satisfactorily. 
SUPER- 
QUALITY 


Favorites for over 52 years 
Today. write for catalog 
complete Huther line. 


Huther Bros. Saw Mfg. Ce 


Rochester, N. Y. 


4 
= 








Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 

on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 
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Ve! HOTELS 
an 


. i Jn Columbus 
mi «6 THE NEIL HOUSE 








Jn Cleveland 
HOTEL HOLLENDEN 


Jn Akron 
THE MAYFLOWER 


oe In Corning, h. 4. 
BARON STEUBE 


HOTEL 





In Jamestown, h. h. i< ] 
THE JAMESTOWN 
and 
THE SAMUELS 





The hotels that check with every travel stendard 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices 


on southern pine to the Southern Pine L 


umber Exchange, New Orleans, La., 


for sales 


made in the period March 21 to 25, but where prices for this period were not available, 
prices for the month to date have been inserted and starred ad 3 








West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Ceiling, Standard No. 2 Shiplap and No. 2 Dimension 
Lengths 5% x4 Lengths Boards, Std. Lgth. 2x4 
1x3 ritt— —— | eee 19.09 18.76119 @ 14... 22.90 20.04 
B&better.. 58.63 60.50 pie + x eee aa.2g 21.64)1¢ © 14--- 33-03 3151 
5151 *51.35/C -ceeeees 33.47 31.16]4x8 23.32 21.97 ee ER ea og = 
Perrier 51.51 *51.35 D 20.92 2291 oct ne Sse 18 & 20... 25.66 24.85 
D eeann?*s 34.00 “Geen “Shs oe = are res Hart et 22 & 24... 29.00 
x a « ae. ae 
Bébetter. 42.23 42.64 Standard, Lengths No. 3 Shiplap and og 24... 21.08 20.39 
Coveeeees . 37.50 40.00] B&better Boards, Standara |16 ....... 21.62 21.02 
ia ate S056 °S0.S Et nee 5s we Lengths 18 ....-- 23.79 33.78 
ni Fitt— os G0TSIS ceeecee BESS B900)1%4 one. 13.01 13.43/59 ¢°34°'' 28100 26:63 
memmaee Been: Beer 53.58 50.00] 1%8 : 
Doar i eBhAL 38.83 ixi6 ges 3678 6:20 1x6 CM... 1815 17-70 is & 14... 20.85 21.30 
7... Ae see 76.48 $3.98)220,°°°-°: 19.76 18.90/16 |... 22:10 22.43 
5x6/4 thick— x10 ..... 55118 & 2 24.61 22.52 
ened si. 4 $3.33 , 6, 42 *64.5g8|1x12 ..... 19.37 17.93]99 & 24 #9300 
D Liiiii12 29194 29:93]5&10 ..... 74.06 10.13 No. 1 Dimension — | 210 
End Matchea eter O28 19.00) oy 12 & 14... 25.11 23.09 
Flooring, 2 to 8-foot |Inch thick— te © 14... Fee Beals &'20... 2474 28:00 
1x3 rift— a - bkanee aera 42.32 40.03 on One ‘ 2 . 2 dhs *30.00 
Ba&better.. | | are 41.21 39.30 3° é =. sree 27.19 = a... ; 
se CED CROP cccel® ssccccee Se fe die . eee] 2x 
D eet te Ma *26.58 1x5&10 ... 44.88 47.67] 2x6 P 12 & 14... 23.43 24.75 
1x3 flat OP ca seanin 58.48 59.97 12 & 14. 24.02 23.53 OE echipetsacind 21.65 24.50 
EE es i | i. »  e4-r6:eau 24.77 2) 25.19 25.73 
Bébetter.. 33. +4 $3.08 seeesh Fintoh, . gH og! 20 s5gctt 28.85 926-25 
sodeaeeke 30. 30.19 t yA wd on ee 26. 2& . 5. 28.25 
arenes 19.13 24:00|Bebetter, ometB* loo 34.2) 36:40 32:00 : ’ 
ix4 rift— 1x4/8 .... 52.25 47.00]ox8 
B&better.. 46.00 ....]1x5&10 ...*50.02 56.00/12 & 14... 25.41 23.08 No. 3 Dimension, 
* Emer aes - $38.00 Srey pretietne *69.25 *69.00]16 ... 24.85 23.81 Random Lengths 
“PEOREND 27.00 5&8/4 | ee eee 26.09 25.65 9 
ixd ‘flat thick— 0 >: .:.:: $7.00 Seeslene *°°°°: 18. ES 
grain— its |. 60.39 $58.39 22 & 24... 44.00 *26.50]9¥¢ °°""'" 4791 17/00 
eee EO ple ores cares iazie es 17:74 *15.97 
er, ie o ere 02 S82-O8)12 4 ..-... 38-40 20.06) 2x12 222 *19.45 *15.35 
Drop Siding, Stand- Gots ont eee ie |... S8GS SRE 
ard Lengths, 1x6” |,,,Standard Lengths = [13 & 20... 33.84 31.67] Cull Timbers, 20 & 
No. 117— — 22 & 24...*45.06 *35.50 Under, No. 1 
B&better.. 37.83 *37.00 1x4) o--++s 62.42 57.00}ox19 . 
36.12 ...,|1X6&8 .... 62.66 56.17119°% 14... 36.93 33.37] shortleaf. 
en ee 30°09 #90 Ha|1X5&10 ... 62.70 60.50 ore Seas Shortleaf— 
 pesewe 29.02 *30.06 OE sake wag 34.36 33.46]o.4e4x4 .. 30.88 25.70 
No. 116— eo pee 40.00 *36.56] xe" at's “° 5703 25°00 
Bé&better.. 41.00 42.50] Bebetter— aces 42.16 37.50|384x10° 36:00 *36.00 
Ceneadak 42.52 37.75|1% 1% & 276.00 72.25)22 & 24...*47.95 *42.94 5x10-10x10*31.47 *30.25 
D pibaik wicks 31.04 33.32) 5¢x4-8.... 60.00 62.50 384x012 44.10 39°00 
No. 2°.... 24.31 23.68 Car Siding, 13/10”) | °T19°19xi3 42°00 39°00 
meaaesk Oe: A aoe 7 1 Fencing 5 tree 90 42.00 
B& better.. 44.50 41.30] Standard Lengths + oe 0 a Plaster Lath 
42.74 37°72) 1x4 99° 34.00 |1x4, 10.....40.00 2. 
DLL SOS SORT LTRS Lilli 33B8 36:25 ]1x6. 9.-..-+45.00 —— 
No. 1 .... 34.70 34.25]1x8_ ...... eee Lining, 13/16” %x1%", 4 
No. 2 .... 22.64 23.32]1x5&10 ... 33.80 ....]Common No. 1 .... 4.79 5.00 
No. 3 16.00 20.00]1x12 ..... 45.29 *49.0011x6, 8.....*33.00 ....1No. 2 1... 3:70 *3/30 





OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 
of origin: 


13x24” 348x146” 3x2” 3x1” 


Clr. qtd. wht. - Oa $70.00 $65.00 $62.00 


Clr. qtd. red.. 68.00 61.00 60.00 60.00 
Sel. qtd. wht. 62.00 50.00 52.00 45.00 
Sel. qtd. red..... 62.00 51.00 53.00 49.00 
Clr. pln. wht..... 64.00 52.00 52.00 46.00 
Clr, pin. red..... 65.00 55.00 48.00 47.00 
Sel. pln. wht.... 58.00 48.00 44.00 38.00 
Sel. pln. red..... 59.00 50.00 43.00 40.00 


1x2” 1%x1%%” 
a ae $75.00 $75.00 $72.00 
ON aaa 72.0 72.0 67.00 
ee eer 60.00 60.00 58.00 
7 ee ee Sear 60.00 60.00 58.00 
OD eee 61.00 61.00 61.00 
a we eee 61.00 61.00 60.00 
SER so 606 40's verve 55.00 55.00 53.00 
eS ee 55.00 55.00 53.00 
OS eS, | eee 51.00 51.00 47.00 
Se oe ere kcvwens 51.00 51.00 48.00 
WO... B GRROR: cc ccevecss 34.00 34.00 29.00 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
t#-inch stock, $8.50; for %-inch, $4; for 
%- and f;-inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following dif- 
ferentials figured on Memphis origin: For 
i#-inch stock, $6; for %-inch, $3; for %- and 
fs-inch, $3.50. 


WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period from 
March 18 to 23, inclusive. Averages include 
both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 

Ponderosa Pine 


SELEcTs, S2 or 4S— 1x8 5/4RW 6/4RW 


SSRs $56.47 $62.62 $62.46 
ae 37.65 43.24 42.98 
SHop, S2S— No. 1 No. 2 
ene $35.05 $25.82 
Me ah gaa ae. ae aid wed <a oi @aeee 34.93 25.69 
Commons, S2 or 4S— No. 2 No. 3 
See $29.53 $22.08 
POE MOOS. caeainaa oneoeenee ws 31.56 21.84 
ee a ef ee eer $16.32 
Idaho White Pine 
SELEctTs, S2 or 4S— 1x8 5-6/4RW 
eS? fh aaa $69.86 $84.55 
i a 8 > ae 42.14 61.22 


Commons, S?2 or 4S— 
Colonial Sterling Standard 
No.1 No. 2 No. 3 





oO. o. oO. 
= OD isnccbinde Seoracy grace $38.42 $35.54 $26.49 
ee ret o- 70.92 42.16 29.62 
Utility (No. 4) yk $2 or 4S RWRL....$19.31 
r Pine 
a, S2 or Prva y VaRw 5/4RW 6/4RW 
i ee ee $70.76 $71.58 $68.42 
Cc RL Seino aaron 68.05 68.53 67.65 
8 OR ae ae 53.06 53.00 50.39 
SHop, S2S— No. 1 No. 2 No. 3 
oo Re a re $40.77 $28.29 $20.57 
Sr ee 39.67 29.17 19.73 
DEO stveneaann =. a =~ — 22.21 
Larch-Douglas 
Ce SY Sere $22.20 
Dimension, eS eg MN a 60% oe 0 <ie-ss oh we 22.06 
Flooring vert. gr. C&Btr., 4 RL..... .-° 32.50 
Boards, No. 3, 63 or 4B, 158... 2. ccccccs 19.00 
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NORTHERN HARDWOOD 


Following are prevailing quotations f. ob. 
Wausau, Wis., on northern hardwoods: 


No. - 1 No. 2 No. 3 

Brown Ash— 
4/4 rene 40 $53.00 $38. 8.00 $32 $28.00 é s18.06 
paca §3:0 32°00 19.00 
 petaenes: 78:00 68.00 61.00 34.00 20.00 
No.1 No.2 No.3 


an 
S— 
Nees 
Dé 
coo 


Basswood— FAS L Coe 
Sl wenenead $78.00 $68.00 $48.00 $26.00 $19.00 
ae 83.00 73.00 53. 30.00 21.00 
SE ieee aa 86.00 76.00 654.00 32.00 23.00 
 , ren 93.00 83.00 64.00 34.00 23.00 
ee 00 88.00 71.00 45.00 


9 
12/4 ....+--.108. x A x 
3/4 ....-2-- 70.00 60.00 39.00 24.00 


Key stock, 4/4 7 1 ona potters $78; or on 
grades, FAS, $ 88; 1, gee 4, No. } and 
better, $83, or = E.R, Ad, 808: No. i, $73. 


No.1 No.2 No. 3 


Hard Maple— FAS Sel. Com. Com. Com. 
ae sertees oe 00 365. +4 $67. 00 $30.00 $15.00 
ee 8.00 2.00 34.00 17.00 
Me «eseenee $100 Hi 36.00 17.00 
ee ‘ eye 71.00 60. 36.00 18.00 
, xe 6.00 71.00 60.00 37. +4 ” ” 
-, eee 00 86.00 68.00 42.0 

|, PRR 01.00 86.00 71.00 42 00 

a .--121.00 106.00 83.00 45.00 

12/4 ........121.00 106.00 83.00 ne 00 

DTS seesaces 161.00 ae es 00 fe ek 

0.2 No. 3 

Soft Elm— S Com. % Sel. Com. Com 
— a $480 $38.00 27.0 $19.00 
at. s¢enemes 53.00 43.00 29.0 20.00 
ne sceneeess 00 43.00 29.00 21.00 

/4 coves ae 46.00 32.00 21.00 

 . ee ee 69.00 49.00 34.00 

Be ieeescurs 64.00 54.00 39.00 

No.1 No. 2 No. 3 
Elm— AS om. Com Co 
Me deawwewat $48.00 $30.00 $19.00 $16.00 
ee 53.00 35.00 21.0 18.0 
SEO oseee 3.00 43.00 23.00 18.00 
ae 68.00 53.00 28.00 21.00 
TE a antiiars - 78.00 63.00 40.00 


12/4 1...2111 88100 73.00 45.00 26.00 
No.1 No.2 No.3 


Birch — FAS Sel. Com. Com. Com 
$46.00 $28.0 


|, ear: $86.00 $66.00 $46.00 0 $17.00 
NE 91.00 71. 53.0 18.00 
|, Seaeeere 91.00 75.00 58.00 39.00 18.00 
eres . 94.00 82.00 68.00 46.00 19.00 
10/4 .. -- 96.00 86.00 73.00 47.00 
Dn cewensaw 101.00 91. 78.00 652.00 
-  , eeeeeee= 156.00 146.00 7121.0 
a cawesaed 73.00 59.00 43.00 26.00 
Ee -- 75.00 =~ 00 46.00 27.00... 
0.1Com. No.2 No. 3 
Soft me ras * Ss Co Co 
4/4... -$59.00 $41.00 $26.00 $17.00 
:° Keneans -++ 66.00 46.00 29.00 18.00 
6/4 coocee TERS 51.00 34.0 18.00 


m] . 
8/4 wccccceee 81.00 56.00 34.00 19.90 





DOUGLAS FIR 


Seattle, Wash., Mareh 30.—Current quota- 
tions f. o. b. mill on Douglas fir items in mixed 
ears for rail shipments direct to the trade 
appear below: 


Vertical Grain omen - 
B&Btr. 


D 

BOG: ccs deconewaeees $41.00 $31.00 $22.00 
Flat Grain Flooring 
MY. us obsekeweeeaares $29.00 $26.00 $21.00 
Oe. as c0-ncebancnawue 33.00 31.00 24.0 
Drop Siding 

1x6 Pat. No. 106....$32.00 $29.00 $23.00 
1x6 Pat. No. 116.... 32.00 29.00 23.00 
Ceiling ‘ $17.00 

ere rorsrerrer ee. 28.00 $26.0 é 
isi SRE ah Pe eS $35:00 27.00 17.00 

Boards = Shiplap 
x8 1x10 1x12 
Se $20.00 320 00 $19.00 $22.00 
= er 16.00 6.00 16.00 16.00 
WG. Divccce 12.00 tH 00 12.00 12.00 
we 1 ee 

18 20 
 f Are $21. 30 $21, So +23. 9 $33. +4 $22.50 
me «ws caeseu 21.50 21.50 22. 22.00 
ot Rai. 21.50 21.50 3160 +h 80 21.50 
ae 22.50 22.50 23.00 23.00 23.00 
a 23.50 23.50 24.50 24.50 24.50 


No. 1 Rough and/or Surfaced Timbers 
4x4- to 4x12-inch a 20 Set and 


shorter, S48 ........ Ae CEs eee a - $19.00 
12x12 20 ‘ft. and DE cncuwenanweeine 18.00 
BREESE BO UO BE TOG. . ccccrvccsceccecvvs 18.00 











Apr 


Ceili 
Part 
Bost 


B&b 
No. 


4/4 
5/4 


Casi 
Base 


List 
Ove 











40 


uota- 
mixed 
trade 
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ARKANSAS SOFT PINE 


, ae are average sales prices, these 


b. mill figures being based on shortleaf 
me BS, obtained by Arkansas Soft Pine 
mills during the week ended March 30: 

Flooring 

Edge grain— 3-inch 4-inch 
monetter Pee Graréta aie ibaa dima tats $65.00 $62.00 
Paibalisruiaraia edhe ete Solera 55.00 54.00 
Ricseastenk ale 'atbieiet sa aroratarere exec toes “s 37.00 

Flat grain— 
DPENE 5\is.wrelsseln e's ad Seared $46.00 $42.00 
DN A Wise eso a ists wide Gauiomare 40.00 38.00 
Be fF nic ain aia hide aial ele eel ad a wie dec 30.00 31.00 
NL Oe aucraGnasaicnaceis ncaa arene coats oh 21.00 

Ceiling & Partition 
a B&Better No.1 
CS I ng: aia. ecw er bin asserein $36.00 $34.00 
PUTO, TERE oo cine ciccvecccos 48.00 43.00 
Boston Partition, }§x4........ 45.00 40.00 
Drop Siding, 1x6 

No.117 No. 116 
Beeetter inte chemteek piainaate eee $42.00 $48.00 

ee rere eae ete ee 0.00 44.00 

No 2 EE ee eT ee 30.00 31.00 
Finish, Surfaced, B&better 
4 5 6 10 12 
4/ OS 00 $59.00 $54.00 $55.00 $62.00 $80.00 
54: - 65.00 75.00 65.00 65.00 75.00 87.00 
Casing & Base, —, 

4 5 8 
ee 7 00 $65.00 $60. “0 $60.00 
SE sins erence Sleas 0.00 65.00 60.00 60.00 

Mouldings Discount 
Listed at $3 and under...............00; % 
NU WE 0:onc CONG Meals cee ee aoeleenaceee 35% 

Boards = — 
x6 1x12 
*Boards, S4S, No. 1.333 00 $33, $0 $30. 00 $47.00 
or Shiplap No. 2. 33.00 33.00 36.00 47.00 
Dimension, S48, 16-Foot 
No. 1 No. 2 
8 Re ee ne eer ae $26.00 $23.00 
SS, ee ee ee ee: 23.00 20.00 
OS, CR eee eee 24.00 21.00 
ERPS a Oe Seno ear FY 33.00 25.00 
IN itoral 6: Shcnar ciakce veiw aa vera lk eioeieoie 37.00 27.00 
Lath, %xl%e, 4-Foot 
tek 8 oib 6 el oinkels-crerey Kone eia Wm ee wae 5.25 
PERN a wad. witeedlie tae Gbieeeceae ee 4.25 


*Applies to the new SPA grade of No 1 
common. 


RED CEDAR SHINGLES 


Seattle, Wash., March 30.—Below are listed 
average prices received for Certigrade red 
cedar shingles sold direct to the trade: 





Royals 
Sg 2 area $3.85- $3. 2 
2 kk RRSP SRE SRE ae eee oe en Nir Sage 
ae Slab aoe Ske = asatighe eo alerRopacoraeroulmalaten 300 
Perfections: 
ee NI 6 oi.6. oa ie sie akeraaielewiemeiee slash $3.00 
a ees eee 2.50 
ck: |; SRN See set einee a 1.45- 1.50 
XXXXX: 
ot . Sere er ee ee eek ae $2.75-$2.80 
RMN I A Sala a tins Var Si in ai cea ie aire miava Swlade a 2.05- 2.10 
Mey MN a6 ica ateseeadnawe ene 1.35- 1.40 





WEST COAST LOGS 


Seattle, Wash., March 30.—Average prices 
of logs are as follows: 


Fir No. 1, $21-24; No. 2, $16-18 2. 
$10.50-12. Peelers, No. 1, $34-35; No. 3, 527- 30. 


Cedar Shingle logs $16.00, lumber logs, 
$28.00-30.00. 


Hemlock: No. 2&3, $13.00. 
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Current Market Review 


Softwood orders continued to make a 
fairly good showing during the two weeks 
ended March 23, being 10 percent above 
the 1939 level in the corresponding period, 
despite persistent bad weather in large 
parts of consuming territories. Bookings 
were 21% percent above shipments, and 6 
percent above production, and gross 
stocks at mills March 23 were somewhat 
under last year’s, with unfilled orders con- 
siderably above last year’s. The western 
mills have been showing the largest in- 
creases over last year’s business, despite 
the shutting off of export outlets and dif- 
ficulty in securing water transportation to 
domestic markets. Reports indicate that 
much lumber is going into non-residential 
projects, while home construction has 
been held back by bad weather. In the 
North Atlantic States, retail trade has 
been draggy, but that a recent improve- 
ment in the weather is stepping up the 
demand is indicated in reports from mills 
of the Southeast and South; distributors 
are naturally hesitant about stocking 
ahead at prices based on present high 
water rates on western lumber. Trade in 
the middle West and throughout the 
South has been under severe weather 
handicaps, and farm buying has suffered 
especially. There has been rather active 
local demand in the Pacific Northwest, 
favored by good weather. The California 
market has been dull, but prices on accu- 
mulations of lumber on the docks there 
are firming as ship space becomes more 
difficult to obtain and water rate advances 
go into effect. West Coast interests are 
organizing for a strong effort to have the 
Maritime Commission re-fit idle ships to 
meet the region’s vital needs for transpor- 
tation; further decline in Canadian ex- 
change has increased the competitive dis- 
advantages of western producers in 
United States and other markets. North- 
west mills expect that they will be able to 
supply a large part of their eastern mar- 
ket by rail, as building demand gains. 
None of the larger mills anywhere have 
heavy accumulations, and the seasonal in- 
crease in small-mill output will be cov- 
ered by expanding consumption, so that 
prices on the whole are steady; uppers 





APPALACHIAN HARDWOODS 


Cleveland, Ohio, April 1. 





Cleveland: 

Ash: 4/4 5/4 6/4 
| er $75.00 $85.00 $90.00 
Com. & Sel.. 50.00 60.00 60.00 

Plain White Oak: 

LS Fee - 105.00 115.00 120.00 
No. 1 C.&S... 55.00 60.00 65.00 

Plain Red Oak: 
ees: 80.00 90.00 105.00 
No. 1 C&S. - 54.00 59.00 64.00 

Poplar: 
ee 7.00 95.00 97.50 
No. 1 C.&S 60. . 62.50 65.00 
DD. ivdances 67. 72.00 72.00 
No. *o. A Com. 40. 00 46.00 48.00 

Basswood: 
rea 77.00 82.00 82.00 

. 1 C.&S... 52.00 57.00 62.00 
No. 2 Com... 35.00 37.00 39.00 


Following are current prices on Appalachian hardwoods, f. 0. b. 





if $118.00 $124.00 $140.00 
95.00 ‘ ' y 
+eE bo 85.00 95.00 115.00 
140.00 145.00 160.00 185.00 
70.00 85.00 95.00 120.00 
116.00 135.00 145.00 175.00 
69.00 84.00 94.00 118.00 
105.00 125.00 140.00 160.00 
75.00 85.00 95.00 115.00 
82.00) Chestnut: 4/4 5/4 6/4 8/4 
52.00} FAS ....... $6.00 105.00 105.00 115.00 
No. 1 C.&S.. 80.00 80.00 380.00 
“ “WHND 41.00 44.00 45.00 52.00 
92.00] No.1 C&Btr. 37.00 40.00 40.00 47.00 
67.00] “No. 2C&sd 
42.00 Wmy. ... 31.00 33.00 33.00 39.00 


are stronger than commons in the North- 
west, and the reverse holds true in south- 
ern pine. 

Hardwood sales have continued behind 
production. Stocks of shipping-dry lum- 
ber at mills in the South are reported to 
be low, however, with woods operations 
much curtailed by bad weather, so that 
quotations generally have remained firm. 
Improving demand for flooring is helping 
the oak market. Furniture plants are hes- 
itant and will probably defer bulk buying 
until after their important spring shows, 
but currently they are consuming fairly 
large quantities, especially of gum. En- 
couraging facts are that more business is 
being booked for deferred shipment, and 
that the inquiry has been increasing. 





Distributor Buys Steamer 


Tacoma, Wasu., March 30.—The Tacoma 
Lumber Sales Co., of Tacoma and Los An- 
geles, sales outlet in Los Angeles for the St. 
Paul & Tacoma Lumber Co., the Tacoma Har- 
bor Lumber Co., the Peterman Manufacturing 
Co. and the Dick Lumber Co., Tacoma lumber 
manufacturing concerns, this week announced it 
has purchased the coastwise steamer Cornelia, 
which, after undergoing an extensive overhaul- 
ing, will be placed in service between Tacoma 
and southern California ports. She is 223 feet 
long. 





SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended April 1 





Qrtd. Red Gum Plain Red Oak 
No. 1 & Sel.— FAS— 
fb are 32.00 | re 40.75 @ 45.00 
fae 41.00 i rr. 47.00 @ 54.00 
Plain Red Gum No. 1 & Sel.— 
No. 2 Com.— J, ae 30.00 
ae 19.25 See 33.00 
er 21.25 o. 2 Com.— 
a aad 22.25 ig Seeerrerer 26.00 
Qrtd. Sap Gum Mixed Oak 
No. 3A Com.— 
SS eae 43. 6 ee 19.00 
_ ae 41. “es 00 | No. 3 Com.— 
Yt eer 48. * 10.00 
No. 1 & Sel.— CF 13.00 
- Bee 30.00 Sound Wormy— 
i een? 30.50 ‘2 ees 19.00 
i ae 8 we 00 | Dunnage— 
1374 3.5 i eer ie 8.00@ 8.50 
Plain Sap jon Plain Poplar 
— s Saps & Sel.— 
are 38.00@41.00 | 5/4 ...... 49:50 
ae 42.0 No. 1 Com.— 
No. 1 & “or Seer 30.00 
ee 3.50 @27.50 No. 2A Com.— 
en ital te 2 ee 20.25 
J: er Ree BOVE Ssiniees 26.00 
No. 2 Co Ash 
i, ree 14.00@14.50 | No. 3 Com.— 
ave ee eeee 15. i, a 12.00 
BE cele 16.00 Beech 
arta. Black Gum FAS— 
TES = ET 38.00 
ry Sig, Geet 37.75 No. 1 & Sel.— 
7; 2a ee i; Gee 26.00 
No. 1 & Sel.— Willow 
ay 27.75 1 1 & Sel.— 
5/4 ‘ees: 20.25 $ 4/€ 2.0.0 - 27.00 
Log Run— Magno a 
C76. 60:50 27.00 | No. 32 Com 
Plain Black Gum OFS ss nines i7. 50@18.50 
FAS— Cypress 
See 28.00 FAS— 
No. 1 & Sel.— eee 58.00 
OR 20.00 +: al 
Plain Tupelo £=j 5/4...... 55.00 
No. 2 Com.— ES 
a ins 13.60 3.87% 2.32... 40.00 
d. White Oak #$#=/| 8/4 ...... 43.00 
No. 1 & Sel.— No. 2 Com.— 
Pea kisi = wih GROG EPO: Caiws 22.00 
Plain White Oak No. 3 Com.— 
No.1 &Sel.—- [| 4/4...... 18.00 
', eter 30.00 Mixed Hardwoods 
No. 2 Com Dunnage— m 
Fiver?) Bs 26.00 14/4 ...... 9.25@11.50 
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OBITUARY 


(Continued from Page 73) 


Co., Tacoma, Wash., sash and door manu- 
facturing concern, died in Tacoma, March 28, 
after a short illness. Survivors are her hus- 
band, a son, Robert, who is secretary-treas- 
urer of the company, and a daughter. 





EDWARD A. SHERMAN, 69, assistant chief 
of the Forest Service Department of Agricul- 
ture at Washington, died March 28 at his 
home. He was in the Forest Service 37 years, 
having had a part in the land purchase pro- 
gram for national forests, particularly in the 
eastern States. 


GEORGE J. PEARSON, 46, salesman for 
the Rib Lake (Wis.) Lumber Co. since 1934 
and previous to that time in a similar capac- 
ity with the Bissel Lumber Co., passed away 
recently. He is survived by his widow, a 
daughter, one son, and his mother. 


WORDEN G. SMITH, 72, vice president, 
Starck-Weber Manufacturing Co., Milwaukee 
cabinetmaking concern, died March 15 at a 
local hospital from injuries received several 
days before when struck by a street car in 
West Allis. 


J. P. WILL, 71, president of the J. P. Will 
Co., Ine., Louisville, Ky., died March 20 after 
a brief illness. He was secretary for many 
years of the Portland Building & Loan Asso- 
ciation. Survivors are his widow, a daughter 
and a son. 


MRS. P. J. OLEARY, wife of P. J. O'Leary, 
who handles wholesale lumber and mouldings 
in New York City, passed away recently. 
She is survived by her husband, four chil- 
dren, her mother, a sister and one brother. 


GEORGE L. GROVE, 55, chief engineer of 
the Pacific Lumber Co., Scotia, Calif., was 
instantly killed in an automobile accident 
near EFureka recently. His wife and two 
daughters were injured in the collision. 


J. P. ELLIOTT, manager of the J. T. Elliott 
Lumber Co. of Terrell, Tex., died suddently 
at his home March 20. He was active in the 
civie life of the city. His widow and his 
mother survive. 


HARRY T. LUCAS, 50, president of the 
Lucas Lumber Co. in Chicago, passed away 
March 31. Funeral services were conducted 
April 3. He is survived by his widow and a 
son, Harry T. Lucas, -Jr. 





ROBERT C. FULBRIGHT, general counsel 
for the Southern Pine Association and a num- 
ber of other outstanding concerns, succumbed 
in Washington, D. C., March 29 to an illness 
beginning last July. 


_..JOHN A. TILLER, 63, president of J. A. 
Tiller & Son, Ine., Little Rock, Ark., died 
March 31. He is survived by his widow, a 
son, two grandchildren and a half-brother. 
DAVID REMINGTON, veteran employee of 


the Bay deNoquet Lumber Co., Nahma, Mich., 
died the middle of March. 





Two Inland Empire Mills to Wind 
Up Operations 


SPOKANE, WaAsH., March 30.—Preliminary 
steps to liquidation of the $7,000,000 Panhandle 
Lumber Co., with plants at Spirit Lake, Idaho, 
and Ione, Wash., were taken last week. John 
Dimeling, Sr., veteran manager, resigned and 
his place has been taken by Frank E. Moran, 
his assistant for a number of years. Mr. Moran 
will have charge of the sale of the 200,000,600 
feet of white pine timber owned by the com- 
pany, and the 15,000,000 feet of lumber in the 
company yards. The Spirit Lake mill was built 
in 1906, and the Ione mill two years later. The 
company represents an investment of $7,000,000, 
and has at times employed between 4000 and 
5000 men in the mills and the woods. Less 
than 200 are now employed. 





CONSERVE OUR TIMBER 


Phere is 15° gain in small logs and 40°, gain in the 
mill cut, using Miner's fool-proof SKF ball bearing 
Kdger HUSTLERS CLEAR ITS COST EVERY 


days, using Simonds saws Make 2x14" edgewise 


ether edger has variable feed, two feed speeds, hard 


ened teed rolls, edging every board STRAIGHT So 
handy, the tail sawyer feeds it ONLY CHANGI 


SAWS FOR DRY LUMBER, it’s a 2) in 1 


J. H. MINER, Meridian, Miss. 











CLASSIFIED 
ADVERTISING 
DEPARTMENT 


How to Figure Costs for Advertising 
In Classified Department 


Two consecutive issues........... 

Three consecutive issues..........75 cents a line 
Four consecutive issues...........90 cents a line 
Thirteen consecutive issues...........$2.70 a line 
Twenty-six consecutive issues........$5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 

Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 


Heading 








Salesmen 


WANTED—BY LARGE WHOLESALER 


Specializing in Yellow Pine and West Coast Prod- 
ucts, Salesmen for Indiana, Kentucky, Virginia, 
West Virginia, Georgia and Tennessee. Will make 
attractive proposition to producers already working 
and established in these states. 

Address “‘E. 45,” care American Lumberman. 


WANTED—CHICAGO SALESMAN 


Sell industrials and yards, car load shipments, 

mostly western lumber, by active Chicago whole- 

saler. : 
Address ‘‘E. 57,’ care American Lumberman. 


WANTED SALESMEN 


Industrial and yard stock commission salesmen 
are desired by West Coast mill. Exclusive terri- 
tory. 

Address “C. 41,’’ care Aerican Lumberman. 


OPPORTUNITY 


Johns-Manville Guild Trained consumer salesman 
wanted. Thriving southern Michigan city of 15,000. 
Drawing account $125.00 monthly, liberal com- 
mission. Give full particulars, experience and ref- 
erences. 

Address ‘D. 100,’ care American Lumberman. 


WE WANT SIX EXPERIENCED 


Wholesale lumber salesmen working for us ex- 
clusively, to work retail yard and industrial trade 
for the following approximate territories, viz: 
Cleveland, Ohio Buffalo, N. Y. 
Cincinnati, Ohio Louisville, Ky. 
Huntington, W. Va. Chattanooga, Tenn. 
We will pay salary and commission for experienced 
men, after they have demonstrated their ability 
to produce profitable business. : 
GRAYSON LUMBER COMPANY 
Birmingham, Alabama 




















DO YOU WANT EMPLOYEES 


Write an advertisement; send it to the 
paper that reaches the people. We can 
help you. AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Il. 


April 6, 1940 











Employees 





\ 


WANTED: DETAILER AND BILLER 


Thoroughly experienced on special millwork. Must 
be accurate and speedy. One with some knowledge 
of estimating preferred. Give age and full particu- 
lars on experience in first letter. Enclose photo. 
Factory located central North Carolina, 

Address “D. 46,’’ care American Lumberman. 





WANTED: MANAGER FOR CITY YARD 


in central Illinois. Exceptional opportunity for 

right man. Give history of experience and list of 

references in your reply to this advertisement. 
Address “E. 52,” care American Lumberman. 








WANTED—AT ONCE 


A-1 Contractor to work with old established retail 
lumber yard in North Alabama town of 18.000 
population. Competition forces us to have direct 
connection with good man for residential buildings. 
Good opportunity for right man. No investment. 
Must be able to finance jobs and have good repu- 
tation. 
Address “‘E. 44.” care American Lumberman. 





ASSISTANT MANAGER 


Young man with retail yard experience. Two 
vard town, Northeastern Indiana. Wait on _ trade, 
figure estimates, and take charge of deliveries. 
Reply own handwriting, giving age, experience, 
references, salary expected, and present employer. 
All replies confidential. 

Address “E. 54,’’ care American Lumberman. 


WANTED—DIVISION MANAGER 


Company operating four retail yards in Arkansas 
handling lumber and building supplies wishes to 
engage an experienced man to supervise buying, 
selling, and management of yards. State age, ex- 
perience, give references, when available and sal- 
ary expected. 

Address “‘D. 99,” care American Lumberman. 


WANTED EXP. LBR. OFFICE AUDITOR 
And accountant. Prefer man with 5-10 years’ ex- 
perience in Northern Wisconsin or Michigan. State 
particulars regarding experience, ability and refer- 
ences in reply. 

Adress “D. 76,” care Amercan Lumberman. 


WANTED MALE BOOKKEEPER 


Stenographer to take full charge wholesale lumber 
office middlewest. Must have previous experience 
and give reference. 

Address “D. 75,” care American Lumberman. 














Employment 


FORESTRY GRADUATE 


Getting my Forestry ,degree in June, from out- 
standing college in South. Would like to get 
located where advancement is assured. Informa- 
tion gladly furnished. Not afraid of work. 
Address “E. 387,’’ care American Lumberman. 


SUPERINTENDENT: CAPABLE OF TAKING 


Complete charge of logging, sawmill and planing 
mill operation. Now employed, but have satis- 
factory reason for desiring a change. Best refer- 
ence. 45 years old. Can travel, no objection to 
foreign service. 

Address “‘E. 41,” care American Lumberman. 


EXPERIENCED SASH-DOOR AND GLASS MAN 
Fifteen years; started as glazier-shipping clerk, 
then into office, & on road selling. Hdle. millwork 
cost bureau set of books. Best of references. 
Address ‘“E. 48,’ care American Lumberman. 


YOUNG WOMAN 


Desires position in paint department, also stenog- 
rapher. Go anywhere. 
Address “E. 50,” care American Lumberman. 


DETAILER, BILLER AND PRODUCTION SUPT. 
Now employed wishes permanent’ connection. 
Forty-five years old; twenty years’ experience; 
special & stock millwork. Best of references. Will 
guarantee results. 

Address “E. 51,” care American Lumberman. 


MILLWORK SALESMAN-ESTIMATOR 
Desires new connection. References. 
Address “‘E. 43," care American Lumberman. 
SURVEYOR-TIMBER CRUISER 


Age 30. Wishes change of location. Now in Texas. 
Address “B. 69,” care American Lumberman. 
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